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Features This Week 


q Agents’ Mid-Year Meeting 


Early Accounts Wired From Cleveland Where 
the National Association of Insurance Agents Is 
Holding Its Regular Mid-Year Convention. In- 
cluded Are the Report of the Administration. 
the I. U. B. Committee Report and Walter Ben- 
nett’s Memorandum on Commissions. 


q Burglary and Theft Losses 


The Highspots in Litigation Arising in 1931 Out 
of Claims Under Burglary Insurance Policies 
and Policies Protecting Against Automobile 


Theft Noted and Analyzed by S. B. Ackerman. 
@ Five-Minute Articles 


John Ashmead Writes a Crisp, Fictionized Ac- 
count of a Collection Problem; Reading Insurance 
Journals for Profit Is Clayton G. Hale’s Theme: 
William Quaid Writes on Dividing Municipal 


Insurance Among Local Agents. 


q News of the Week 


National News of Fire, Life and Casualty Insur- 
ance Fields Gathered by Correspondents and 
Staff Writers of THE SPECTATOR. 
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-F there were only one fire insurance 
company in the world, you would 
have no mental effort in selecting 

the best company to represent. But 

there are many companies and many 
necessities for intelligent selection. 

Financial 

operation, reputation for quickly fulfill- 

ing contracts, lines written, and willing- 
ness to help local agents with practical 
assistance are features which'you should 

Your future prosperity 

depends on this check. 

The Boston and the Old Colony In- 
surance Companies invite you to check 

over these items. 

our financial statements will stand 
your careful scrutiny. 
service is eficient. That our busi- 
conservative. 
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That the many lines we write are nec- 
essary for an agent’s welfare. 
our fieldmen are well trained and on 
And that our Advertising 
and Sales Promotion Department is 
ready and eager to assist you in making 


That 


If you are considering taking on a 
new company to strengthen your set-up, 
you would do well to study both the 
Boston and Old Colony. We are eager 
to have one of our fieldmen call and 
answer your questions in detail. 
call incurs no obligation and gives you 
the opportunity to base your decision 
on detailed facts, and meet the 
type of men who represent us in 
the field. A letter or card to our 
New Business Department is all 
that is necessary. Why not today? 
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This Week: 


CONVENTIONEERS 


@ Cleveland entertains the National Associa- 
tion of Insurance Agents this week—the mid- 
year pow-wow is on. The background of the 
agency situation is contained in the report of 
the sceinintien. . ~— 4 and 5.) 


SPOILS SYSTEM 


@ That's the principle under which a lot of 
municipal insurance is handed out. But there’s 
a better way, as William Quaid points out in 
an article that also appears in the American 
City Magazine for March. Local agents will 
do well to read the article on page 13, and 
then call their city official who has charge of 
insurance and tell him to turn to the American 
City Magazine. Page 89. 


IN ADDITION 
@ A human interest story by John Ashmead 
on collections. ... . A reader's view of what 


insurance journals should be, by Clayton Hale. 

. Burglary and automobile theft litigation 
reviewed by S. B. Ackerman. . . . A review 
and summary of unemployment insurance de- 
velopments up to date. . . . Latest status of 
the Agents I. U. B. controversy. . . . Bail 
bond racket under Commissioner Livingston’s 
scrutiny. 


Next Week: 


STATISTICS 


@ Who killed Cock Robin and why must 
necessarily remain a moot question for the 
police and historians but the locality has been 
definitely established. Dr. Hoffman, in his 
annual review of the homicide record of the 
immediate past year, gives exact figures on 
how many were killed and where. The record 
closely corresponds to that of 1930, consider- 
ing the death rate in general, but the quotas 
for individual cities offer interesting varia- 
tions. 


REPORT 


@ This country needs, life insurance men will 
tell you, a good one day Sales Congress. And 
how centres of population in various sections 
are responding to that need! Next week the 
Tri-State Sales Congress, a banner affair 
staged annually in Philadelphia, will be re- 
ported in detail by a member of our editorial 
staff. 


* + * 





The Insurance Man’s Job 


Aoents may well profit from the advice of the writer 

in last week’s issue of THE SPECTATOR who urged us 
all to cease trying to find a panacea for the depression and 
suggested that we might work out a solution if each of us 
stuck to our last. 


Those of us who attempt to analyze the pres- 
ent situation by applying such principles of formal eco- 
nomics as we are acquainted with find that its sole value 
lies in the mental exercise it affords—and the exercise 
serves more to fatigue, than to sharpen, our wits. 


If we take, for example, the factor of liquid- 
ity, always held up as the criterion of investment value 
whether it concerned an individual, a corporation, or a 
nation, we find that liquidity is, in one sense, one of the 
greatest handicaps to business recovery. That is, financial 
institutions have been forced to assume liquidity to a de- 
gree where they are unable to support many well-organ- 
ized business enterprises that are in dire need of credit. 


Prices offer another paradox to the amateur 
economist. Since commodity prices show a decline of 
around ten per cent over the past year, we would natu- 
rally expect, according to economic law, that sales would 
show a complementary increase. But the facts show that 
sales have dropped as well as prices. 


These are just a few instances cited to show 
the unconventionality of the current depression and to in- 
dicate the futility of you and I sitting back in our chairs 
and arriving miraculously at a solution. We might better 
forget the broad stream for a while and concentrate on 
clearing up the obstructions that 
we encounter in our own particu- 
lar tributary—the insurance busi- TJ Y Gg 
ness. Such a task is within grasp 4° ceed 
of all of us. 
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PROGRESS OF THE AGENTS’ ORDER 


HE commitments left by the out- 

going administration to the pres- 

ent officers would alone have 
served to make the past six months 
full of activity in your behalf. The 
latter part of the period, however, has 
brought its own specific problems such 
as the very evident trend toward de- 
creased compensation for agents, and 
the apparent willingness of the casualty 
and surety companies to surrender 
their managerial functions to the 
State. In doing so, they place the onus 
solely on production cost, generally 
considered as agency commission, so 
that the actual solvency of the insur- 
ance agent is placed in jeopardy. 


Work of Committees 


The Los Angeles convention wit- 
nessed the establishment of two new 
committeees, those on contractual re- 
lations with companies and cancella- 
tion of policies for non-payment of 
premium, and the continuation of the 
Interstate Underwriters’ Board Com- 
mittee. 


By William B. Calhoun* 


President, National Association of 
Insurance Agents 


A meeting of the contractual rela- 
tions committee of the association with 
representatives of the company under- 
writing organizations was held in De- 
troit, Jan. 27, 1932. Your representa- 
tives were the three executive officers 
and George W. Carter of the Executive 
Committee. Obviously, one meeting 
cannot be expected to produce a per- 
fected document, but there was a gen- 
eral agreement that the contract, if 
any be adopted, should contain only 
fundamental principles of proper 
working arrangements between com- 
panies and agents. 

Past President James L. Case will 
report as chairman of the committee 
on cancellation of policies for non-pay- 
ment of premiums. 

The I. U. B. special committee con- 


“Report of the administration pre- 

sented March 23 at the mid-winter 

meeting of the Association and signed 

by Mr. Calhoun, Charles L. Gandy, 

chairman of the executive committee, 

and Walter H. Bennett, secretary- 
counsel. 


tinues the work committed to it, not 
yet having made a final report. 


Federal Bankruptcy Act 


The injustice of excluding insurance 
premiums from the list of priority 
claims in our Federal Bankruptcy Act 
has long been felt. It is one of the 
first duties of a receiver or a trustee in 
bankruptcy to conserve the bankrupt 
estate for the benefit of the creditors. 
The task of undertaking its inclusion 
at the present session of the United 
States Congress, when a general re- 
vision in the act is under way, has 
fallen to the lot of the Secretary-Coun- 
sel. He has prepared a simple amend- 
ment which will be urged before the 
Committees on the Judiciary at the 
proper time. 


Reciprocity 
Reciprocity in business is abroad in 
the land and insurance is awake to this 
modern good will developer. The or- 


ganized agents of the country have 
only partially taken advantage of this 
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preeminently righteous theory in busi- 
ness. Some notable accomplishments 
have been achieved by certain local 
organizations and the work goes on 
apace. 

Hoover Dam 


The National Association has recog- 
nized the free and unrestrained right 
of any insurance company to transact 
its business in any manner and under 
any system it chooses; but that where 
any company elects to deal with the 
assured direct, it thereby forfeits the 
right to declare itself operating in ac- 


cordance with the American Agency 
System. We were bound to take this 
position because of the manner in 


which the Hoover Dam Bond was writ- 
ten over the heads of the agents. 
Since our Los Angeles convention, two 
additional companies have paid the 
commission denominated in the rate. 
The companies that have recognized 
agency service and placed themselves 
in accord with the above principle are: 
Great American Indemnity; Hartford 
Accident & Indemnity; Home Indem- 
nity; Indemnity of North America; 
London & Lancashire Indemnity; 
Royal Indemnity; Southern Surety; 
United States Casualty. 

The companies on the Hoover Dam 
Bond which have not paid a commis- 
sion, so far as we are informed, are: 
Aetna Casualty & Surety; American 
Bonding; American Employers; Amer- 
ican Surety; Commercial Casualty; 
Fidelity & Casualty; Fidelity & De- 
posit; Fireman’s Fund Indemnity; 
Glens Falls Indemnity; Maryland Cas- 
ualty; Massachusetts Bonding; Metro- 


politan Casualty; National Surety; 
New Amsterdam Casualty; United 
States Fidelity & Guaranty. Agents 


countrywide will continue to watch for 
any change in attitude on the part of 
these fifteen companies. 


Branch Offices 


The National Association holds that 
the integrity of insurance, the public 
confidence it enjoys, and the success 
of well managed companies, has been 
brought aout largely through the 
service rendered by the local agent to 
his community and the insurance com- 
panies which he represents; and it 
therefore follows that we are vigor- 
ously opposed to the further extension 
of the branch office system of oper- 
ation. 

There is at present a substantial hue 
and cry a>road in the land with refer- 
ence to the cost of producing and man- 
aging the insurance business. Both 
companies and supervising State of- 
ficials are closely scanning all expen- 
ditures for the purpose of ascertaining 
if there be any opportunity of lower- 
ing operating costs. 
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Percy H. Goodwin 


Executive Committeeman 


To those who are thus engaged we 
might suggest that the branch office 
system of operation, as at present con- 
ducted, furnishes a fruitful field. The 
production branch office runs counter 
to the American Agency System. Be- 
cause the former is more expensive and 
less efficient, it is against the best in- 
terests of the insuring public. 

In passing upon the reasonableness 
of rates charged, it is becoming the 
practice of supervising state officials 
to inquire into the several factors com- 
posing the rate. Therefore, it might 
not be amiss to determine just what 
proportion of the branch office oper- 
ating cost is in excess of what the pub- 
lic should pay. The best measuring 
stick we know anything about is the 
cost to the public of the first-class in- 
surance agent. This reasonable cost, 
the public is willing to pay. Any 
branch office cost in excess of this 
amount cannot be justified. There ap- 
pears to be no inequity in the theory 
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as i 
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Walter H. Bennett 


5 


that branch office production and oper- 
ating costs ought at least to be on a 
parity with agency cost. 


Decrease in Commissions 


To revert to the beginning of this 
report and to the general tendency to 
decrease agents’ commissions. Here 
we find a vital problem which, in our 
opinion, deserves the serious consider- 
ation of this meeting. We are feeling 
the pinch of it on all sides. 

A Texas agent, in a letter in answer 
to the question of the chief executive of 
one of his companies, asking the cause 
of the decrease in premiums, gave the 
answer in a nutshell: “Fifteen years 
ago we feel sure that 60 to 70 per cent 
of the insurance and bonding business 
written covering property in our city 
and our employees was written here. 
Today we believe that not more than 
40 or 45 per cent of our business is.” 

In addition to the big brokers with 
whom deals are made for coverages all 
over the country, without considera- 
tion of agents who represent the writ- 
ing companies locally, there is a per- 
fect deluge of so-called pools, designed 
to write business at reduced rates and 
either cut down commissions or elimi- 
nate them entirely. Notoriously, the 
Interstate Underwriters’ Board is in 
the lead in this behalf. First of all, it 
reduced commissions from 20 to 15 per 
cent. Later, because agents were not 
receiving a penny on local properties 
written elsewhere, there was put into 
effect a division of 10 per cent to the 
producing agent on the risk outside of 
his own location, and presumably 5 per 
cent to the resident agent. As it now 
stands, the agent who was willing to 
accept a cut of 5 per cent finds that he 
is actually cut 10 per cent on locations 
other than his own. 

There follow the inland marine un- 
derwriters, the factory associations, 
the cotton and tobacco, oil and grain 
pools, world without end. 

Nor are the casualty and surety 
companies exempt from this commis- 
sion cutting program, their method be- 
ing more direct. We have just wit- 
nessed the cutting of commissions on 
compensation insurance in the States 
of Georgia and Minnesota. The 
Georgia Commissioner ordered the 
companies to reduce their expense 
loading, but not at the expense of 
agency commission. The Minnesota 
Compensation Board ordered a similar 
reduction from two factors. But in 
both States the entire reduction has 
come from the sole item of commis- 
sions to agents. 

We are told by the casualty com- 
panies that further nation-wide re- 
ductions in compensation commissions 
are on the way 

(Concluded on page 12) 








With the Editors 


What Do | Get? 


QUESTION that has 
plagued association mana- 
gers from time immemorial 

has been dogged reiteration of 
“What do I get out of it?” from re- 
luctant joiners. The managers 
know the answer, and the regular 
member knows the answer, if he 
has been at all observing, but it is 
hard to convince the doubter of its 


truth. The answer is: “Money, 
profits, cash returns.” Association 
membership, convention attend- 


ance and all that goes with an ac- 
tive participation in such affairs, 
does pay dividends. The records 
prove it. 

Careful surveys of production 
records of members and non-mem- 
bers have demonstrated conclu- 
sively that the organized salesman 
is by far the leader in average vol- 
ume of sales, and it is not fair to 
dismiss this fact with the observa- 
tion that the type of man who joins 
the association and takes part in 
its progress is just naturally the 
better salesman to begin with. This 
is true only in part. He has some- 
thing over and above the outsider, 
certainly, or else he never would 
have joined up. He has ambition 
and the very healthy conviction 
that he doesn’t yet know it all. 
Then, after associating himself 
with the organized group he pro- 
ceeds to learn. There never was 
a program of life insurance selling 
talks barren of new ideas for even 
the most successful man. Things 
half forgotten, new angles, renewed 
determination—each meeting 
abounds in such material. 

The last mentioned item is of 
tremendous value in itself. A sales 
meeting is ninety per cent revival 
in its nature, anyway. It renews 
enthusiasm for the product you 
have to sell and renews confidence 
in the heart of the salesman. A 
case in point comes up from the re- 
cent Sales Congress of the New 
York City Association. An agent 
who barely writes his quota of or- 
dinary, but makes a comfortable 
living with his industrial debit, 
writes THE SPECTATOR that he was 
greatly inspired by the address of 
Dr. Wm. Bailey, economist of The 
Travelers, and that very next day 
he went out determined to produce 
something substantial in the way 
of new business. The result was 
a twenty-five thousand dollar en- 
dowment contract sold to an old 


Editorial 


policyholder. The only fly in the 
ointment, he says, was that he dis- 
covered that a competing agent had 
sold this same man a fifty thousand 
dollars policy in January, 1932. 

Of course, the man could have 
done this work without the in- 
spiration of a sales talk, but he 
didn’t, and they don’t. Let the 
meetings go on. They furnish 
lubrication for the knee joints as 
well as for the brain cells. 








WAITING AT THE CHURCH 


—It must be embarrassing to be at the church 
waiting for the young lady to arrive and then 
to discover at the last minute that she has 
given you the air. 

—I greatly fear that many business men are 
going to be found waiting at the church for 
Miss Prosperity, for she is very much sought 
after these days; in fact, is the most popular 
young lady we know of. 

—So, it’s a safe bet that she herself is not 
going a’wooing. If she is to be won, it 
will be by a brave cavalier who won't take 
“no” for an answer, but is willing to work, 
and fight for her favors and who will prove 
a good spender in her sight; because Miss 
Prosperity hasn’t any use for a weakling or a 
tight-wad. 


, wi: 
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The Association and the I. U. B. 


T= report of the special commit- 
tee appointed by the National 
Association of Insurance Agents to 
“investigate the operations of the 
Interstate Underwriters Board” 
was delivered at the mid-year meet- 
ing of the National Association 
which closes today. As had been 
predicted, the report was one of 
the outstanding features of the 
meeting. 

The word “investigate” too often 
has an unpleasant meaning, just as 
“criticism” is often implied to be, 
of necessity, adverse criticism. It 
is true members of the National 
Association believe that there are 
certain defects in the I.U.B., but 
the report of the special commit- 
tee, while pointing these out and 
suggesting what it considered to 
be remedies, was temperate in its 
tone and more in the nature of a 
thorough study of the situation 
than an investigation only for the 
purpose of proving that everything 
was wrong. 

It was a significant feature of the 
report that the members of the 
special committee stated that while 
they did not expect that the first 
conference held by them with a 


committee from the I.U.B. would 
bring about any immediate relief 
from the conditions about *which 
they complained, they believed the 
meeting had served its purpose in 
bringing forth a free discussion of 
conditions and paved the way for 
future conferences. 

It is in this fashion that differ- 
ences are ironed out among human 
beings who, for one reason or an- 
other, do not think alike on a sub- 
ject. Without discussing the ques- 
tions that are at issue between the 
members of the National Associa- 
tion and the I.U.B. it seems a fair 
assumption that ultimately, if such 


a course is followed, the present. 


disagreements will be ended. 


A Welcome Plan 


BERT W. WHITNEY’S an- 

nouncement at the Cleveland 
mid-year meeting of the National 
Association of Insurance Agents 
that the National Bureau of Casu- 
alty and Surety Underwriters in- 
tends to launch intensively its 
campaign against the needless 
waste caused by automobile acci- 
dents is indeed a welcome one. 

As Mr. Whitney said, it has not 
been generally known that the Bu- 
reau has for many years been 
quietly carrying on a conservation 
program. No attempt to publicize 
to any great extent the aims and 
work of this program has been 
made in the past because it was felt 
that a substantial body of accom- 
plishments should be achieved first 
in order to give a bigger campaign 
greater weight. Apparently, the 
directors of this work feel that the 
time is now ripe for nationally 
concerted action. 

There can be no doubt of the 
beneficial social service the Bureau 
is capable of performing with the 
aid and cooperation of all insur- 
ance interests. Its conservation 
department is aptly staffed with 
men who are expert in their fields, 
and who already have felt the 
pleasure of success in their en- 
deavors. 

There also can be no doubt that 
the work is needed. One glance 
at the horrible accident records, or 
a brief perusal of “Tremendous 
Trifles,” the Travelers’ statistical 
publication of automobile acci- 
dents, is ample proof. We shall 
watch this safety program with 
great interest and offer it every 
assistance in our columns. 
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¢ 
Time 
Weekly News Review 


Leaders of American Life Con- 
yention on pilgrimage to Washing- 
ton to protest proposed measures 
that would double income tax that 
life insurance companies are obliged 


to pay. 





Phoenix Mutual Life Insurance 
Company, Hartford, establishes all 
time February high in the matter of 
new insurance issued. 





Northwestern National Life of 
Minneapolis brings out a new dis- 
ability provision that provides 
monthly benefits for total and per- 
manent disability resulting from ac- 
cident only. The company believes 
this to be an innovation as regards 
life insurance policies. 





Transamerica Corporation an- 
nounces to agents of the Occidental 
Life that it has no intention of sell- 
ing the company to other interests. 





The Colonial Life Insurance Com- 
pany of High Point, North Carolina 
will be merged into the Occidental 
Life of Raleigh, North Carolina. 
The combined companies, operating 
under the name of the latter with 
Laurence F. Lee as president, will 
have assets in excess of $5,000,000. 





Connecticut Mutual Life’s pro- 
duction for the first two months of 
1932 shows 25 per cent increase 
over 1931. 





February fire losses in the United 
States, according to the National 
Board of Fire Underwriters, were 6 
per cent less than the correspond- 
ing period for 1931. 





Nathan Klee, senior member of 
Klee, Rovers, Loeb and Wolff, Chi- 
cago brokers, dies of influenza. 





Total premiums of 193 fire insur- 
ance companies reporting to the 
New York Insurance Department in 
1931 is 11 per cent less than for 
1930. 





The Home Indemnity Company, 
New York, will increase its capital 
by $250,000 a move which will per- 
mit the transfer of $750,000 to sur- 
plus. The Home interests will 
withdraw the Southern Surety Com- 
pany from business entirely. 





E. S. Carmick, has been named 
vice president of the Guardian 
Casualty and will have charge of 
metropolitan underwriting. 





Boland, Iselin & Company ap- 
pointed general agents in New 
York State (Buffalo and vicinity) 
for the Public Indemnity Company 
of Newark. 





The Pacific Coast offices of the 
Commercial Assurance and the 
Ocean Accident have been amalga- 
mated and placed under the joint 
managershin of W. J. Gardner and 
J. C. Griffiths, Jr. 
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The Main Bout Down West Virginia Way 


SOUNDINGS 


._————By ROBERT WADE SHEEHAN——————" 























E sympathize deeply with the motives 

that have prompted certain insurance 
commissioners to insist that the circulation 
of unfounded rumors regarding the stability 
and standing of various insurance companies 
be stopped forthwith. We wonder what they 
can accomplish, however, in the way of net 
results, unless the malefactors can be shamed 
out of their bad practices. 

For the gossip, rather than the gangster, 
is really the one criminal that modern society 
cannot effectively police. This is primarily 
because the person who is attacked or af- 
fronted by the gossip usually exposes him- 
self to greater harm if he elects to defend 
himself openly. Gossip depends on its quan- 
titative, rather than qualitative, character- 
istics for its influence. The absurdity of a 
malicious rumor is of no account so long as 
enough people hear it. The man who shouts 
back at his detractors, particularly if they 
be anonymous, only widens the circle of 
gossipers. Finally, if his indignation gets a 
little out of hand, we who believed him inno- 
cent in the first place, raise our brows signifi- 
cantly and murmer, “Methinks he doth pro- 
test too much.” 

They say that human nature doesn’t 
change but unless we can inject a little arti- 
ficial godliness into it I don’t see how we are 
going to combat the gossip. This piece I am 
writing is full of righteous indignation 
against gossip but I must confess that only 
in cases where my dearest friends have been 
under the lash have I had the moral courage 
to say to a tale-bearer, “I refuse to listen to 
you.” Gossip cannot be legislated out of 
existence; it can only be ostracized by social 
convention. Right now it is the life blood of 


much of society. 








Tide 


Current Economic Trends 


Average commodity prices, according 
to Professor Irving Fisher’s Index, de- 
clined 0.2 to 63.1 per cent of the 1926 
level, last week. The purchasing pow- 
er of the dollar was 0.4 cents higher at 
58.4 cents above the 1926 average. 





The composite average of seventy in- 
dustrials on the New York Stock Ex- 
change declined to 117.01 from 119.45 
a week ago; thirty average bonds rose 
from 82.10 to 83.60; thirty average 
rails rose from 28.22 to 30.60; eight 
average public utilities rose from 
130.34 to 134. 





Foreign trade figures for the second 
month of 1932 showed an improvement 
over those of January, with an export 
balance of $24,000,000 against $14,- 
000,000. 





Cotton futures declined somewhat at 
the close of the week, possibly induced 
by advices from the Department of 
Agriculture which hinted that the Gov- 
ernment was planning an_ intensive 
campaign for the disposal abroad of the 
huge accumulation of the staple. 





Further reports from Illinois indicate 
a perceptible decrease in unemploy- 
ment in that State. 





Debits to individual accounts as re- 
ported to the Federal Reserve Board by 
banks in leading cities for the week 
ended March 16 aggregated $8,012,- 
000,000 or 17 per cent above the total 
reported for the preceding week and 
33 per cent below the total for the 
corresponding week of last year. 





The National Retail Dry Goods As- 
sociation in New York City reports that 
a preliminary study of the results 
achieved by dry goods and specialty 
stores during 1931 indicates a loss of 
3.6 per cent on sales as a probable 
common or typical experience. 





The New York, Chicago and St. 
Louis Railroad (Nickel Plate) reports a 
deficit after charges for the month of 
February of $275,145 compared with a 
deficit of $51,303 for the like month 
last year. 





Combined earnings of 1,389 indus- 
trial companies in 1931 indicate a de- 
cline from the 1930 results of 61.17 
per cent, according to a compilation by 
Ernst & Ernst. Of these companies, 
359 showed earnings better than in 
1930 and 846 reported operating 
profits. 





The rediscount rate of the New York 
Federal Reserve Bank remained un- 
changed during the week from its 3 
per cent level. 





Dispatches from Washington report 
the President as indicating that the 
financial problem confronting the rail- 
roads is of smaller dimensions than has 
been generally believed or reported. 








P. S.—HE 
GOT THE 
CHECK! 


Cuthbert, Jr., Proves That in 
Writing a Collection Letter, 
Firmness and Diplomacy Are 
More Important Than Spelling 


By JOHN ASHMEAD 


UTHBERT, SR., was busily en- 

gaged opening his mail. Occa- 

sionally a letter contained a 
check. The old agent’s face would 
brighten with a grin whenever he 
added one of these enclosures to the 
small pile already on his desk. They 
were mute witnesses to the success of 
his collection system. Finally, with a 
satisfied sigh, he laid aside the letter 
opener and settled back in his chair. 
Outside the office window, the snow 
sparkled with the reflected splendor of 
the afternoon sun. It was a beautiful 
day in December. 

Ordinarily, thought the veteran in- 
surance man, December wasn’t a month 
an agent looked forward to with the 
joy usually associated with Yuletide. 
Even to him, December had always 
been a month of reckoning—a month 
the companies set aside for hounding 
agents about payments. With an 
affectionate movement, the old agent 
leaned forward to fondle the little heap 
of checks on his desk. This year, he 
reflected, he was going to enjoy Christ- 
mas to the full. And it was all due 
to the chance remark of a special agent. 
A grin illumined his features as he 
sorted the mail. The job completed, he 
took the checks and entered them in 
his ledger. When he had finished, he 
made a few notes on a pad and then 
called: 

“Son!” 

“Yes, Dad,” answered a voice cheer- 
ily and presently Cuthbert, Jr., ap- 
peared upon the scene. 

“Son,” said his father looking at the 
boy with paternal pride. “How long 
“have you been the junior partner in 
this firm?” 





“You didn’t say anything in it that 
would make him sore, did you?” 


“About three months, Dad.” 

“Do you remember the special agent 
who was in here the day you con- 
descended to accept a partnership?” 

“You mean the fellow who suggested 
we write the collection letters?” 

“That’s the fellow.” 

“Yes, Dad, I remember him.’ 

“Well son, I’ve just had a letter from 
him congratulating me on having 
cleared up his company’s balance for 
the year.” 

“It was nice of him to write.” 

“Yes it was—particularly—and I’m 
ashamed to admit it—when I think of 
the years he had to write me along 
considerably different lines.” 





John Ashmead 





Cuthbert, Jr., maintained a discreet 
silence. 

“That special would be surprised,” 
continued his father, “if he knew I was 
clear with all my companies.” 

“All except one,” interjected his son. 
“And we’ve only one account to collect 
before we close that.” 

“Hasn’t that fellow paid yet?” 

“No Dad, he hasn’t.” 

“Did you write that letter I asked 
you to?” 

“Yes, sir. I wrote it and mailed it 
to him day before yesterday.” 

“Did you make it good and strong?” 

“T think I did.” 

“You didn’t say anything in it that 
would make him sore, did you?” 

“Well—I wouldn’t get sore at it. I 
tried to be very diplomatic.” 

“That’s right. We’ve got to be firm 
with these fellows, but at the same 
time we mustn’t forget that we also 
want business.” 

“Yes, Dad,” answered Cuthbert, Jr., 
moving a little uneasily as he en- 
visioned the contents of the letter. 

“And always remember son,” added 
the old agent, “no reasonable person is 
going to get angry with you, if you ex- 
plain your side of the case in everyday 
language, even though some of the 
words are misspelled, as I notice many 
of them are in the letters you type- 
write.” 

“It’s the typewriter, Dad,” grinned 
his son. 

“That may be,” admitted his father. 
“And in any case and despite your 
spelling, the collection letters have 
produced results—except in this one 
case.” 

“He may come through yet,” said the 
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junior partner as he lighted a cigarette. 

“IT hope he does,” exclaimed Cuth- 
bert, Sr. “But we’ve written him three 
letters and called him on the ’phone 
and visited him at his office. Now as 
a last resort I’ve had you write him a 
vigorous letter, threatening to cancel 
unless he pays the premium by return 
mail.” 

“Yes, sir.” 

“And we will cancel—if we don’t 
hear from him by tomorrow.” 

“IT think you’re going to hear from 
him before tomorrow,” said his son, 
who had been gazing out of the office 
window. 

“What makes you think so?” asked 
the old agent. 

“He’s coming down the street now!” 
exclaimed Cuthbert, Jr., as he grabbed 
his hat and beat a strategic retreat. 

Cuthbert, Sr., was still staring won- 
deringly after the boy when the de- 
linquent customer entered the office. 

The old agent felt a little reassured 


as he seated the man whose policies 
he’d threatened to cancel. The fellow 
didn’t seem angry. In fact he was 
smiling and actually—the old agent 
could hardly believe his eyes—proffer- 
ing a check. 

“Here’s a check for that overdue 
premium,” said the customer, as he 
relinquished the slip of paper to Cuth- 
bert, Sr.’s’ feverish grasp. 

“Thank you,” ejaculated the agent. 

“I’m sorry it’s late,” continued the 
visitor; “but I didn’t realize how late 
it was until I got that last letter from 
you.” 

“Well, you know how we must ham- 
mer at collections this time of the 
year,” said Cuthbert, Sr., more or less 
apologetically, as he placed the check 
in a desk drawer. 

“Yes, I do, Mr. Cuthbert. And it 
takes a good plain letter, like that last 
one you wrote me, to make a man 
appreciate how important his insur- 
ance is.” 
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“We’ve been very successful with 
our collection letters this year,” inter- 
polated the agent. 

“By the way,” smiled his customer, 
“who writes your collection letters?” 

“The junior partner,” answered the 
old agent, proudly. 

“He writes a nice letter.” 

“Yes, he does.” 

“He doesn’t know much about spell- 
ing though.” ’ 

“How’s that?” bridled Cuthbert, Sr. 

“Well he spelled ‘skunk’ with a ‘c’ 
and had two ‘esses’ in lousy.” 

* ” °K 


The old agent had not completely 
recovered his composure some two 
hours later, even though he felt assured 
his son’s letter writing had not lost 
him a customer. Finally, as he re- 
viewed the day’s events a happy reflec- 
tive smile spread over his face. Per- 
haps it’s just as well, he thought, if 
the boy never learns to spell, so long 
as he’s able to keep a balance. 





Why, and How, | Read Insurance Journals 


an operation when Thomas A. 
Edison released his now famous list 
of examination questions. 

These were intended for men some- 
what my junior; but having a consider- 
able amount of time on my hands I 
set about a careful deliberation of each 
question, and at the end of three days 
had arrived at conclusions, one or two 
of which have been rather well demon- 
strated in worldly affairs since then. 

Insurance journals showed an inter- 
est in the questions, and I recall a 
columnist with THr SPECTATOR labored 
long and faithfully for a matter of 
weeks over ‘the difficulties of several 
individuals endeavoring to get off an 
island. I’ve been meaning to write the 
editor and ask how they made out. 

Another question in the list, de- 
serving of treatment by insurance 
writers, was that one which called for 
the names of the three greatest men 
produced by this country—a question 
most difficult to answer if one refrains 
from giving undue weight to military 
men. For such a list I would enter the 
name of Benjamin Franklin, printer, 
scientist, statesman, philosopher, in- 
surance executive, and fireman. I 
commend this subject to Ralph Reed 
Wolfe who sends up a weekly coluran 
of smoke a few pages to the rear. 

For myself, I choose the question of 
selecting three magazines, and why. 

The first problem is whether the 


WAS in a hospital recovering from 
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By CLAYTON G. HALE 





TURN about is fair play. 

We've been analyzing 
agents for years; now Mr. 
Hale, who is a partner in 
the large Cleveland agency 
that bears his name, turns 
the spotlight on us. It’s 
important testimony to the 
value of insurance journals. 


—Ed. 





three shall consist of one in, and two 
out of, the field of insurance, or vice 
versa. After full reflection I deter- 
mined upon vice versa, i.e., one maga- 
zine of general interest and two in- 
surance journals (names furnished 
upon request). This decision was 
reached, as a matter of fact, by first 
mentally reviewing the large number 
of insurance journals now being pub- 
lished (for which I have been, directly 
and indirectly, a liberal subscriber) 
and arriving at the conclusion no one 
of them provides everything I want, 
but that a careful combination of two 
largely accomplishes this. 

The formula for a “perfect” insur- 
ance journal is, I suppose, the endless 
quest of many editors, and is more a 
matter of conjecture than of fact— 
more philosophical than scientific. In- 
deed, do the readers themselves know 


what pattern they would prescribe if 
asked to do so? 

We can all agree, I feel sure, that 
strong editorial comment, authoritative 
feature articles, and timely news dis- 
patches are the three main elements 
most of us want. We would add to 
these certain specialties such as insur- 
ance stock quotations, pictorial matter, 
personalized columns, statistical tables, 
question-and-answer departments, and 
so on; but while we might differ among 
ourselves on these points we would 
agree we want vigorous editorials, well- 
reasoned articles, and widespread news 
service. 

This discussion is not intended for 
those who have _ discriminatingly 
“found” their favorite insurance 
papers, but rather for those who sub- 
scribe for many of them and rarely 
read them, and for those who subscribe 
for none. 

There ought to be a plan to one’s 
journal reading. The hit and miss 
method is both wasteful of time and 
cold in effect. To weigh an editorial 
one must have some familiarity with 
the journal’s policy, with its back- 
ground, with its treatment of similar 
subjects, with the relative importance 
it gives words and, indeed, with the 
importance of a deliberate omission. 
I am reminded of the story of an En- 
glish gentleman, a faithful reader of 
the Daily Mail, who used to rise each 

(Concluded on page 13) 
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URGLARY insurance, like fire 
insurance, is purely a contract 
of indemnity to protect the in- 

sured in case of loss. In order to col- 
lect the insured must prove that he 
has met the requirements of the policy. 
During the past year the rights of the 
insured have been questioned on vari- 
cus occasions, 


Proof of Loss 


A clause often inserted in theft poli- 
cies is that in case of loss immediate 
notice shall be given to the insurer. 
This clause has frequently come before 
the court for construction. As a gen- 
eral rule the provision is complied with 
by giving notice within a reasonable 
time. Immediate notice does not mean 
instantaneous notice. The question as 
to what is a reasonable time is usually 
a question to be determined by the 
jury. In the case of Nixon v. In- 
demnity Insurance Co. of North Amer- 
ica, 3 P. (2d) 968, this principle is 
clearly enunciated. The insured ob- 
tained a policy from the defendant 
company against loss due to burglary. 
The insured sued on the policy to re- 
cover the value of a diamond pin, al- 
leging that it was stolen from the 
house. The insured looked for the pin 
for a week after she missed it. Not 
being able to find any trace, she noti- 
fied the police and also the company. 
The insurer raised the contention that 
the insured failed to give reasonable 
notice. The court upon trial ruled in 
favor of the insured and stated: 

“The policy provides that in the event 
of a loss the insured shall give imme- 
diate notice to the company and the 
police authorities having jurisdiction. 
This notice required to be given only 
means reasonable notice. Under the 
circumstances of the case and consider- 
ing the search that the insured made 
for the missing pin before concluding 
that it was stolen we are of the opinion 
that the notice was sufficient.” 





What the Courts Saifbe 








The accompanying article is the fifth of a series by S. B. 
Ackerman, well-known insurance attorney and associate 
professor of insurance at New York University. Subsequent 
articles will deal with general casualty, surety, fidelity and 


other forms of indemnity. 








An interesting case dealing with 
notice to the company was decided in 
the Central Surety & Ins. Co. v. David- 
son, 46 F. (2d) 774. The policy con- 
tained a provision requiring immedi- 
ate notice of a robbery to police offi- 
cers. The robbery occurred near a 
town called Canyon but the insured 
did not give notice to the peace officers 
at the nearest town because of a threat 
made by the robbers. They warned 
him that they had a partner in that 
town who would get him if he stopped 
there. The insured, however, upon ar- 
riving at a more distant town, notified 
the police. The insurers denied lia- 
bility because the insured did not give 
notice to the police officer of the near- 
est town. The court upheld the in- 
sured, saying: “I think the evidence 
warranted the court in finding that the 
insured was excused from giving notice 
to the peace officers at Canyon. In- 
sured notified the police officers at 
Amarillo within an hour after the 
robbery occurred. One of such peace 
officers was a deputy sheriff for the 
county in which such robbery occurred. 


Adjustor—Proof of Loss 


An adjustor for an insurance com- 
pany generally has authority to ascer- 
tain the loss and agree with the in- 
sured on a settlement. The company 
will be bound by the acts of an ad- 
justor acting within the apparent scope 
cf his authority. It is within the ap- 
parent scope of authority of an ad- 
justor who has been appointed to in- 
vestigate and adjust a loss to waive 
proof of loss and to agree upon the 
amount of the loss. In the absence of 
actual authority of an adjustor it is to 
be assumed that he has the power to 
waive proof of loss, and to bind the 
company in ascertaining the amount 
of the loss. In the case of Indemnity 
Company of America v. Pugh, 132 So. 
165, the insured’s automobile had been 
stolen several days before the second 
theft, which is involved in this present 
case. The same adjustor had settled 
the claim for the first theft without 
requiring proof of loss. The insured 
called at the adjustor’s office and an- 
swered all questions asked. The in- 
sured requested necessary blank forms 


which the adjustor had, but was told 
that the adjustor would see him in a 
few days. Consequently the sworn 
proof of loss was never filed and the 
insurer denied liability because the in- 
sured did not comply with the pro- 
visions of the policy. The court held: 
“That in consideration of the nego- 
tiations had between the insured and 
the adjustor and the insured’s offer to 
do anything that was demanded by the 
company; his request for blanks and 
the adjustor’s dilatory conduct and as- 
surances should be given due weight. 
The evidence is entirely sufficient from 
which to reasonably infer that the ad- 
justor knew that in fact the insured had 
not strictly complied with the clause in 
the policy requiring proof of loss. Was 
the conduct of the adjustor such as cal- 
culated to mislead the insured as a rea- 
sonably prudent man into the belief 
that requirements as to proof of loss 
would not be insisted upon? We are 
persuaded a reasonable inference to 
that effect may be drawn from the evi- 
dence here presented. Proofs of loss 
required by the policy of insurance 
may be waived by a shuffling, tricky or 
evasive course of conduct on the part 
of the company amounting neither to 
an actual denial nor a distinct recogni- 
tion of liability, yet such as to lead a 
reasonably prudent man to believe that 
proofs of loss are not to be required.” 


Intent 


The meaning of the word “theft” 
in the automobile theft policy has been 
interpreted by the courts on various 
occasions. A common rule is that no 
recovery can be had under a policy in- 
suring against loss or damage to an 
automobile occasioned by theft, rob- 
bery, or pilferage where there was no 
intent to steal the car by the one who 
took it. Theft as used in these poli- 
cies is held as synonymous with lar- 
ceny. The intent to steal is therefore 
a necessary ingredient of the offense. 
The Court of Appeals of Kentucky in 
the case of McKenzie v. Travelers Fire 
Ins. Co. of Hartford, Conn., 39 S. W. 
(2d) 239, the insured had a theft 
policy on his automobile. The evi- 
dence disclosed that a friend of the in- 
sured on various occasions used the 
insured’s car. On the day in question 
the insured maintains he never gave 
this friend consent to use the car. On 
the same day this third party took the 
insured’s car and wrecked it. Proper 
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notice of the damage was given to the 
insurance company and payment on 
the policy was denied. The court up- 
held the insurer and tersely and clear- 
ly stated: 


“The term theft in a contract of in- 
surance has no different meaning to 
“theft” as usually defined. To consti- 
tute theft it is necessary that there be 
a taking of the propery. That taking 
must be without the consent of the 
owner, coupled with an intention on the 
part of the taker to convert it to his 
own use and to deprive the owner of 
his property right therein. The rule 
seems to be universal that, under poli- 
cies with identically the same phra- 
seology as the one under consideration, 
no recovery can be had for damages to 
the property unless the taking was 
such as to legally constitute theft, that 
is a taking with the criminal intent of 


appropriating it to the taker’s use.” 


Actual Force and Violence 
Burglary policies contain a provision 
that the insurer will be liable for loss 
of burglary of property within the safe 


’ after entry into such safe or vault has 
' been effected by force and violence, 


and by the use of tools, explosives, etc.; 
directly upon the exterior thereof of 
which force and violence there shall be 
visible marks. In the case of Aetna 
Casualty & Surety Co. v. Sengal et al., 
35 S. W. (2d) 67, the property was 
abstracted from the safe by manipu- 
lating the combination lock, which is 
the outer lock, without violence. How- 
ever, the inner chest of the safe was 
opened by actual force and violence. 
The question therefore to be deter- 
mined: Did the entry by violence of 
the door of the inner chest render the 
company liable under the terms of the 
policy, although the outer door was 
opened without the application of any 
force but by the manipulation of the 
combination lock? The Supreme Court 
of Arkansas here ruled in favor of the 
insured, laying much stress and em- 
phasis upon the familiar rule that 
clauses of an insurance policy which 
are ambiguous, the interpretation most 
favorable to insured should be followed. 

However, the courts of the different 
States are not in accord with this last 
decision. The Court of Civil Appeals 
of Texas in the case of Northwestern 
Casualty & Surety Co. v. Barzyne, 42 
S. W. (2d) 100, the facts of the burg- 
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lary and the provision contained in the 
policy as to “Force and actual vio- 
lence” were very similar. Yet the 
court ruled that the policy did not cover 
the loss since the outer part of the 
safe was not opened by violence. The 
court further stated: 


“Submitted to the most rigid test for 
the purpose of discovering whether or 
not the language of the policy contains 
clauses of doubtful, ambiguous or 
conflicting meanings, or susceptible of 
two constructions, or if the words there- 
of employed of themselves or in connec- 
tion with other language used therein, 
or in reference to the subject matter 
to which they relate, are susceptible 
of the interpretation given them by the 
trial court, we have not been able to 
gather therefrom the existence of any 
one of the conditions that would said 
judgment but, to the contrary the 
terms used are free from any doubtful- 
ness of meaning of susceptibility of two 
constructions or conflicting meanings. 
In other words, the terms are plain and 
specific in meaning and cannot be given 
any other than their natural meaning 
without an unwarranted arbitrary con- 
struction. The policy in suit was not 
a general contract of indemnity against 
all losses sustained by burglary. It 
insured only against particular losses 
occurring in particular ways. It cov- 
ered only loss by burglary by abstrac- 
tion from the safe by any person mak- 
ing felonious entry into such safe by 
actual force and violence of which force 
and violence there shall be _ visible 
marks made upon such safe by tools, 





explosives and etc., while such safe is 
duly closed and locked.” The authori- 
ties hold divergent views in reference 
to this clause in the theft policy and 
consequently a strict rule of law as to 
the question cannot affirmatively be 
stated as yet. 


Cooperation of Insured 


The provision in a theft policy in- 
surance policy that the insured shall 
render all possible cooperation re- 
quested by the company has been held 
by the courts to be reasonable and 
legal. In all cases reported where the 
insured without plausible excuse re- 
fused to cooperate with the insurer 
and the insurer as a result suffered 
damage, the insured was_ precluded 
from recovery. However, a very in- 
teresting case holding contrary to such 
decisions was decided by the Court of 
Appeals of Louisiana in the case of 
Fields v. Union Automobile Insurance 
Co. of California, 135 So. 276. The 
policy in this case contained the same 
cooperation clause. The insured re- 
ported the car stolen. The car was 
later found loaded with liquor. In 
the action by the Government to -con- 
fiscate the car because it was found 
liquor, the insurer asked the insured to 
come to the trial and testify. The in- 
sured refused and when the case was 
reached the car was declared forfeited 
and was sold because of the absence 
of the insured. The insurer now de- 
nies liability upon the policy because 
the insured breached the provision to 
cooperate with the insurer. The court 
sustained the insurer, saying: 

“There was no violation of the co- 
operation clause of the automobile theft 
policy notwithstanding the insured’s 
testimony that he was not involved in 
the transportaion of liquor. His inno- 
cence was no guarantee that he would 
not be subjected to detention or re- 
quired to give a bond in case of his 
arrest for violating the National : Pro- 
hibition Act. This was particularly 
true in view of a letter written by the 
general agent of the consumer to the 
automobile sales company to the effect 
that the Federal authorities did not 
want the insured to identify the stolen 
car but desired to question him with re- 
gard to its confiscation, thinking he 
might have been implicated in the 
transportation of liquor.” 


Waiver 


The provision in a policy that no 
clause shall be waived except by writ- 
ing indorsed thereon does not preclude 
the insurer from thereafter authoriz- 
ing a waiver in some way. It has been 

(Concluded on page 41) 
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Progress of the Agents’ Order 


(Continued from page 5) 


In the surety business, the com- 
panies have promulgated a decrease in 
depository bond commission from 30 
and 20 per cent to 20 and 15 per cent. 
They have stated openly that immedi- 
ate consideration is to be given to a 
reduction in construction and com- 
pletion bonds. 

Sub-committees of our casualty con- 
ference committee have been in fre- 
quent conference lately. The casualty 
company conference committee has 
lived up to its expressed intention of 
holding conferences with us. But 
sometimes we have found that the con- 
ference was called simply to tell us 
they had reached a decision without 
giving us any advance information 
that could help us formulate a plan. 


Automobile Rates 


Such was the case with the recent in- 
crease in automobile liability and prop- 
erty damage rates. The increases in 
some States were appalling. They 
were sent out to agents, without any 
notice, without one particle of advance 
information they could pass on to their 
assureds or their newspapers. The 
consequence was a perfect barrage of 
newspaper attack on the insurance 
business. The papers reaped a fine 
harvest of good-will on the part of 
their public, and a goodly turn for 
their advertising departments through 
advertisements of agents representing 
non-board companies as well as mu- 
tuals, all carrying the same line—“our 
automobile rates are unchanged. Save 
(so many) dollars on your premiums.” 
Particularly was the small town agent 
the victim of this sort of propaganda, 
as the great percentage of increase 
was on the light weight cars. 

Many agents, we believe the great 
majority, are sympathetic in their at- 
titude as to the necessity of material 
rate increases. But until the time 
comes when they enjoy the confidence 
of their companies in such a case, 
theirs will be hard sledding. 

It should be remembered, also, that 
in times of prosperity, rates were re- 
duced far below normal, and the cry 
of the companies was for more and 
more premium volume. Then they 
were not concerned about losses. Now 
that times are hard, and the general 
trend is for reduction, they find them- 
selves forced to increase rates, and 
underwriting profit is their major con- 
cern. It must also be borne in mind 
that many an agent is straining his 
credit to the extreme limit to pay his 
companies where he himself cannot col- 
lect. If this were not so, many a com- 


pany statement would look even worse 
than it does now. 

Along with the automobile rate in- 
crease there was a so-called demerit 
classification program, designed to re- 
place the former merit rating plan. 
Your committee was called into con- 
ference on the new plant, but not until 
after it had been incorporated in the 
revised manual. At this conference, 
held Jan. 14, our committee pointed out 
the defects of the plan from the pro- 
ducers’ standpoint. On Jan. 16 the 
bureau notified the chief executives of 
its company members by wire that the 
new plan had been “suspended until 
further notice.” 

A new demerit plan has been substi- 
tuted in New York State and, as this 
is written, we await the further pro- 
nouncement of the companies on the 
plan country-wide. 


State Regulation of Commissions 


Now we turn to what in our opinion 
is one of the most formidable barriers 
to agency progress—government tak- 
ing a hand in managerial functions. 
You all are familiar with the filing of 
the Casualty Acquisition Cost Rules 
under the rating section of the insur- 
ance laws of New York State. As the 
New York Superintendent has discov- 
ered to his own satisfaction that under 
the rates section he can fine companies 
and agents for violation of the rating 
laws (the question of such authority 
is now pending before the New York 
State Courts) it is evident that, 
through placing acquisition cost rules 
under the laws as an auxiliary rating 
organization, he would be enabled to 
inflict similar penalties for commission 
or agency limitation violations—that 
is, providing the courts sustain him in 
his rate violation penalties. 

What then would become of the lib- 
erty of contract clause of the Consti- 
tution of the United States? What 
would become of the new spirit of con- 
ference? What of the tie that binds 
the individual agent with the indi- 
vidual company, and the closer sense 
of dual responsibility which has grown 
appreciably within the last few years? 
Their junking is a foregone conclusion. 

We believe that the Superintendent 
of New York State is loath to take such 
responsibility. It appears more as if 
the companies have held up their hands, 
pleading inability to conduct their af- 
fairs, and tried to throw the burden 
on his shoulders. 

In such cases, the question of extra- 
territoriality must invade itself. When 
the superintendent in open session was 


asked whether he proposed supervision 
in New York State alone, he explained 
that of course his jurisdiction did not 
extend beyond the State limits, but 
added that he would watch the oper- 
ations of the companies in other States, 
because their approach to insolvency 
would impair their ability to serve the 
citizens of New York. Then he said: 

“What would I think if you should 
pledge to operate according to the cost 
rules in this State, and as you please 
elsewhere?” 

It thus follows that final adoption by 
the State of New York of the acquisi- 
tion cost rules must affect every State. 


Conclusion 


The economy wave that is sweeping 
the country is reflected in the insur- 
ance business by inroads on the income 
of the agent. This fact we cannot ig- 
nore. Self-insurance, direct writing, 
branch offices and the persistent pound- 
ing down of commissions are the order 
of the day. The economic necessity 
of the agent as the producer of insur- 
ance has been tested and found not 
wanting. The impairment of his in- 
come as a means of filling the gap in 
company treasuries brought about 
through excessive losses, decrease in 
value of securities, sometimes unsound 
underwriting, and sometimes careless 
management, is unjustifiable. The 
easiest way of overcoming some of 
these difficulties is for company man- 
agement to take a slice out of agents’ 
commissions. It should give pause 
and consider the result if, through such 
methods, it should ultimately dam up 
the stream of income which flows to it 
constantly from agents in every city 
and town throughout the land. The 
problems we are facing this mid-year 
are fraught with difficulties. Another 
busy six months faces us. Your of- 
ficers and committees are diligent in 
your behalf. We are mindful of the 
confidence you have accorded us. We 
bespeak your continued interest and 
support. 





Accidents Decrease 


HARTFORD, CONN., March 21.— 
This year is off to a good start 
in respect to motor vehicle -acci- 
dent deaths, as a reduction in the 
loss of life is indicated for the en- 
tire country for January. 

According to reports of fatali- 
ties received by the Travelers In- 
surance Company from officials in 
States with a combined popula- 
tion of nearly fifty-two million, 
deaths the first month of this 
year were about 2230 as against 
2420 the same month in 1931. 
This is a decrease of nearly 8 per 
cent. 
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Division of Public Insurance Among 











UYING insurance for a city is a 

subject that is little understood, 

but it does not become a problem 
when the facts to be considered are 
frankly faced. No one urges that the 
city buy a ton of coal from each dealer 
in town, and no one believes that any- 
thing else can be purchased on that 
plan. The local agents representing 
the insurance companies naturally urge 
that the insurance coverage be ade- 
quate and divided fairly. 

It is not feasible to ask for bids such 
as are called for in construction work, 
because the law in most States requires 
all companies to charge the identically 


Local Agents 


By WILLIAM QUAID 


Executive Vice-President, Southern Fire Ins. Co. 
of New York 


same rate. The funds of the city gov- 
ernment are not placed with local 
banks on a competitive basis, nor 
would other financial transactions, with 
the exception of loans, be considered 
sound if the lowest bidder were selected 
regardless of other considerations. In- 
surance should be handled in a most 
businesslike way and at the same time 
provide all the services to which the 
policyholder is entitled in an effective 
insurance program. 

Every community should have an in- 
surance program worked out by re- 
sponsible officials, who decided, after 
an analysis of property values, upon 
the extent of the insurance protection 
that is required. The problem is then 
narrowed down to obtaining a certain 
amount of insurance, the cost of which 
has already been established. 

There are certain definite things to 
which the policyholder is entitled in an 
insurance service: 

1. Inspections, surveys and reports 
of how improvements can be made and 
corresponding rate reductions obtained. 

2. Insurance policies in strong com- 
panies approved by the State insur- 
ance department. 








Why, and How, | Read Insurance Journals 


(Concluded from page 9) 


morning, read his paper over his break- 
fast, pen a letter of protest to the 
editor, and go about his business! The 
paper had become an important part 
of his life, it spurred his thinking, no 
doubt it informed him and developed 
him and broadened him. 

So to those who look upon all in- 
surance journals as lifeless sheets, one 
like another, to be read this week and 
not even unwrapped next week, I sug- 
gest you tackle Thomas Edison’s ques- 
tion of what three magazines you would 
choose, and having chosen, follow your 
choices week after week; and after a 
few years reflect upon the experience 
and try to analyze what it has done 
for you, how it has raised your horizon, 
how it has whetted your interest in 
your work, how handily some certain 
feature article fitted in when you closed 
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the so-and-so account, how much surer 
you feel of your own considered opin- 
ions of the debatable subjects of the 
day, and how you look forward to next 
week’s treatment of the new problems 
of the business. 

And by the way—if you were to 
show this to some chap who doesn’t 
read any of the journals, it might set 
him to thinking. He might spend some 
time figuring out an answer to Mr. 
Edison’s question, and then he might 
adopt his own answer. Perhaps that’s 
what Mr. Edison had in mind when he 
included that question. Some day the 
chap may thank you for it; and years 
from now, after he has cut a good fig- 
ure in insurance work, you may chuckle 
and say: “Yes, I remember him back 
in the days when he didn’t even know 
what was going on in the business!” 


: —_ 
T Agents will be interested to know that 

the accompanying article appears in the 
March issue of the American City 
magazine—a publication readily available 








in the country.—£d. Note. 








to practically all the municipal | 


~ 


3. The service of local representa- 
tives, in making proper notification of 
loss to the various companies inter- 
ested, advising the assured of the 
proper steps to take with respect to 
salvage or preventing additional loss, 
and in preparing necessary papers. 

If the total amount of insurance is 
divided equally among all the agents 
in the town, it is quite likely the re- 
sponsibility in connection with the ser- 
vices of insurance will also be so widely 
distributed that no one agent will con- 
sider himself responsible for undertak- 
ing the services expected of the agents 
as a group. Therefore, several com- 
munities have successfully divided the 
insurance so that one of the leading 
agencies is made responsible for con- 
currency of forms, inspection services, 
reports and general insurance service. 
This office also acts as a clearing-house 
for all other agents. Forms are pre- 
pared and copies given to the agents 
writing policies, so that all policies 
will be alike and cover the same prop- 
erty. ‘This agent will gather the poli- 
cies together and forward them to the 
proper municipal official and he will 
assume the duty of paying each agent 
for the policy or policies provided. In 
case of loss the entire transaction will 
be handled through this office. The 
agency doing the bulk of the work 
should be rewarded by a larger share 
of the business. 

In many of the larger towns and 
cities there is a strong local board or 
local insurance organization embracing 
in its membership the majority of the 
leading local agents and local insur- 
ance men ready to assume the problem 
of providing adequate insurance pro- 
tection for municipal buildings. In 
this case the insurance on city prop- 
erty may easily become one of the re- 
sponsibilities of the local organization, 
and when approached on the subject 
a committee will be appointed to 
handle the details and prorate the 
amount of insurance among the mem- 
bers, assuming responsibility for the 
efficiency of the service and the exact- 
ness of details. 

The insurance on community prop- 
erty can never be fairly distributed or 
efficiently handled if it is considered a 
political football for officials. 
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i Prudential has 


announced the appointment of Robert 


M. Green as an assistant secretary 


attached to the mortgage loan depart- 
ment. Mr. Green has been treasurer 
of the Union Central Life Insurance 
Company, Cincinnati, for the past 
three years and has been associated 


with that organization for seven 
years. He has made a special study 


of farm mortgages and is chairman 
of a Farm Mortgage Conference con- 
sisting of representatives of fourteen 
of the larger life insurance compa- 
nies who have contributed toward a 
survey and analysis of the agricultural 
loan situation with respect to mort- 
gage loan activities of insurance 
companies. The appointment becomes 
effective April 1. 


* * * 


‘Pte Executive Office 


of the Life Underwriters’ Association 
of the city of New York will be 
moved on Saturday, March 26, to 
larger and better arranged quarters 
in Suite 1405 at the 92 Liberty Street 
building. The telephone numbers 
will remain the same as at the old 
location, Barclay 7-1358 and 9. The 
association invites its members to 
inspect the new offices. 


* * © 


John A. Carroll, 


who has made and held onto a great 
many millions through investments, 
owns $2,150,000 worth of life insur- 
ance, most of which he purchased 
from the Reliance Life Insurance 
Company through Jerry Cleary. In 
an interview article in the current 
issue of the Reliance Bulletin, Robert 
E. Wood, editor, quotes Mr. Carroll 
as saying of his life insurance: “It 
was one of the best investments I 
ever made.” Mr. Carroll is a regular 
contributor to the “Prominent Patrons 
Number” of Tue Spectator and his 


Life Insurance 


OLKS AND 
ACTS 


IN LIFE INSURANCE 


indorsements of his policy holdings 
have done much to extend the popu- 
larity of life insurance in circles 
where it counts up fast. He is not 
downhearted about current business 
conditions, maintaining that as time 
goes on and we gain a more balanced 
perspective we shall learn to look 
upon 1931 as one of the good years 
for business because it marked a re- 
turn to fundamentals. 


* * * 


a the same issue 
A. D. West, Reliance cashier, and 
EK. C. Sparver, director of agencies, 
contribute valuable advice on collect- 
ing. C. W. A. is the theme of Mr. 
Sparver’s message, meaning “Cash 
With Application.” He says the sales- 
man hasn’t done a complete job un- 
less he makes the prospect want in- 
surance enough to pay for it just as 
he pays for anything else he might 
buy. Mr: West points out the fallacy 
of over-doing the note accommoda- 
tion. “Notes are all right when they 
are used properly,” he says, “but in 
the hands of a careless or indifferent 
man, they are pure poison.” He likes 
the motto of the restaurant man who 
failed three times, then painted a sign 
to read: “Credit extended cheerfully 
to all patrons over 92 accompanied 


by parents.” 
* * * 


Miss Betty Whiting, 
twenty-two year old typist in the Los 
Angeles offices of the Pacific Mutual 
Life Insurance Company, recently 
ceased operations on “yours received 
and contents noted” long enough to 
do some creative writing on her own 
account and the result was a splendid 
short story which was published in 
the April number of McCall’s maga- 
zine. The story, which concerns a 
young lady who might have been 
named Penrod had she been a boy, 
is entitled “The Youngest.” 


Ue 4 











HAT old human urge to know how 
the other half lives inspires me to 
a very thorough reading of foreign in- 
surance journals and a considerable 








part of my “leisure” time is devoted, 


| necessarily, to the several Indian pub- 


lications. Some of them are written 
in a brand of English far superior to 
the product of the ancient Royal type- 
writer that turns out the weekly “As 
I Live” paragraphs, but others incline 
toward a most diverting native man- 
ner of thought and expression. This 
week a new journal, called Insurance 
Agents’ Companion, makes its appear- 
ance and judging from the contents 
of Vol. 1, No. 1, it is going to make con- 
siderable demands upon my time. 


* * * 


| pe instance, I find myself mar- 
veling at the audacity of the in- 
trepid editor who opens his enterprise 
with a full page photo of C. Rajago- 
palachar and on the opposing page a 
boxed message from that individual 
which says that insurance is all right 
if properly organized, but that it is not 
so organized in India and should be 
taken up as a national question and 
made into a state concern instead of 
being left to private interests. Noting 
that “private interests” patronized 
the first issue quite liberally with their 
advertising, I can imagine what the 
editor’s mail must have contained. 


* * * 


OWEVER, it is the editorial end 

that interests an editorial mind 
and the concluding sentence of the ed- 
itor’s first message, a message which 
reviewed the effects of the depression 
and pointed to the saving grace of life 
insurance, is strangely reminiscent of 
much that has been said in _ recent 
months in our own country. The ed- 
itor, urging added effort in selling, 
said: “To slacken means to block the 
way of better demand coming steadily 
despite its seeming slowness.” The ver- 
batim sales talks, though, are what I 
meant by “diverting.” Take the sales- 
man’s comeback at a prospect who de- 
clared he couldn’t afford more. The 
salesman pointed to possible economies 
and mentioned only one, in closing a 
four thousand case, in the following 
“You are accustomed to chew, and 
every chewing will cost about quarter 
of an anna. Daily you require about 
two annas for yourself for chewing 
purposes. Also extra for visitors. You 
know that it is not a necessity. You 
keep your baby on your lap, and for 
the sake of that baby can you not spare 
at least half of your chewing?” 
Wastage in serving coffee, the leftovers, 
were also pointed out, and the applica- 
tion was signed. 
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INDUSTRIAL 





ORDINARY —~- GROUP 


Boston Life Agents 
Hold Sales Congress 





Convention Attendance 
Tops All Previous 
Records in Hub City 





By FRANK L. ARMSTRONG 


BosTON, MAss., March 19.— 
With a record breaking turn- 
out of nearly 1500, the New 
England Sales Congress held 
here yesterday in the Hotel 
Statler under the auspices of 
the Boston Life Underwrit- 
ers Association, set a new 
high record, not only for at- 
tendance but for all round 
enthusiasm, good-fellowship 
and general excellence of the 
speaking program. 

Never before in the history 
of life insurance in New En- 
gland has there been such a 
gathering of all “star” per- 
formers. There were delega- 
tions present from every 
State in New England, the 
heaviest delegations coming 
from New Hampshire and 
Rhode Island. 

To give credit where it is 
due, it really was a Charles 
C. Gilman Congress, for this 
versatile member of the local 
life insurance fraternity, was 
chairman of the live wire 
committee that put it across. 
The other members of the 
committee were Harold P. 
Cooley, H. G. Fitzpatrick, 
James V. Gridley, James S. 
Munro, S. D. Weissman and 
James M. Woodhouse. 

Valliant W. Kenney, pres- 
ident of the Boston Associa- 
tion was also a stalwart fig- 
ure at the congress, presid- 
ing at the opening session at 
which he extended a welcome 
to the delegates and outlined 
the purpose of the congress. 

Rev. Frederic Olsen of Kit- 
tery, Me., was the first 
speaker. He has appeared 


before life insurance gather- | 


ings here on a number of pre- 

vious occasions and is a 

great favorite. He was bet- 
(Concluded on page 17) 
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Great Britain’s Unemploy- 
ment Fund was $525,000,000 
in debt to the British Ex- 
chequer at the end of Octo- 
ber, 1931, and, in addition to 
this indebtedness, special 
“transitional” benefits cost 
the government $107,000,000 
in the fiscal year ending 
March 31, 1931. 

The German Unemploy- 
ment Insurance Fund, for the 
| first half of 1931, also showed 
| a $60,000,000 deficit, which, 
| with the Government’s share 
of “crisis” benefits, caused a 
| treasury obligation of $126,- 
| 000,000 for that period, all 
| debts incurred prior to that 
| time having been cancelled. 

In both Great Britain and 
Germany drastic steps have 
recently been taken toward 
retrenchment, so that the in- 
| crease in the debi of the Brit- 
ish Fund has been radically 
| reduced, while the Reich has 
|refused to grant further 
| loans to the German Fund. 
| These facts are revealed in 
|a monograph just published 
| by the Metropolitan Life In- 
surance Company, the fourth 
of a series. While all forms 
| of social insurance, including 
pensions and health benefits, 
are included in the company’s 
study, the feature, from the 
standpoint of current inter- 
est, is the Unemployment In- 
surance phase of the investi- 
gation. 

With its 26,000,000 policy- 
holders, forming a broad 
cross-section of the Ameri- 
can population, having a vital 
interest in the operation of 
| all forms of social insurance, 
the Metropolitan decided to 
| make a first-hand study of 
the problem, and a Commis- 
sion from the company was 
named to undertake the work. 

The personnel of this com- 
| (Concluded on page 21) 














Unemployment Insurance in 
Great Britain and Germany 


Metropolitan Life Issues Monograph Four on Results 
Shown in Survey by Officials; Both Countries on 
Retrenchment Program; Deficit on Increase 














Spring Conference of Life 
Office Managers 


The 1932 Eastern 
Spring Conference of the 
Life Office Management 
Association will be de- 
voted to a thorough con- 
sideration of the very 
pertinent subject “Agency 
Accounting and_ Field 
Auditing.” The meeting 
will be held at Hotel New 
Yorker, New York City, 
on April 28 and 29, as 
announced by its secre- 
tary, Frank L. Rowland, 
secretary of the Lincoln 
National Life. 

In line with the major 
interest of administrative 
officers of most life com- 
panies at this time, the 
subjects developed at this 
conference will emphasize 
constructive office eco- 
nomies. A number of 
unique plans for the ad- 
ministration, record-keep- 
ing activities in branch 
offices will be presented. 











Mutual Life Changes 


Vice-President George K. 
Sargent announces that the 
Mutual Life Insurance Com- 
pany of New York has made 
changes in its Hartford, 
Conn., and Portland, Me., 
agencies. 

Owing to the continued ill 
health of Manager D. G. 
Holbrook and the desire to 
promote his recovery the 
company has relieved him of 
the active management of 
the Hartford agency, and 
has transferred William F. 
Morgan, its Portland, Me., 
manager, to Hartford. C. 
Herbert Burpee, agency or- 
ganizer in Portland, will suc- 
ceed Mr. Morgan. 





Stockholders Vote 
Approval of Merger 





Bank Savings Life and Fed- 
eral Reserve Life of 
Kansas Join Forces 





Kansas City, Mo., March 
22.—The Bank Savings Life 
of Topeka and the Federa! 
Reserve Life of Kansas City, 
Kan., will be merged and 
consolidated the stockholders 
of each company, meeting 
here today, having approved 
the proposal made ten days 
ago. The new company will 
be called the Federal Re- 
serve Life. 

The Federal Reserve Life 
is headed by B. Frank Bush- 
man. It has the largest vol- 
ume of business of stock com- 
in Kansas and the 


panies 
second largest volume of 
assets. It was founded in 


1920. E.°H. Lupton is pres- 
ident of the Bank Savings 
Life which ranks third in 
volume of business and third 
in volume of assets in the 
State. It is the oldest stock 
legal reserve life company in 
the State, having organized 
in 1908, 

The new company will 
have approximately $100,- 
000,000 insurance in force, 
$15,000,000 in assets, and a 
surplus of $900,000, including 
contingent and special funds 
for policyholders, as a result 
of the merger. Capital of the 
Federal Reserve will be re- 
duced, if the merger proposal 
is accepted my stockholders, to 
$237,500, to be divided into 
47,500 shares of $5 par 
value, and the number of di- 
rectors will be increased to 
nine. The operating depart- 
ments will be in Kansas City, 
Kan., and the executive 
offices in Topeka. 

According to official state- 
ment each company, since 
last fall, has been doing in- 
dependent research work to 
determine what economies 
were possible in operation 
and means of increasing effi- 

(Concluded on page 23) 


Life Insurance 











NYISSUED !!! 


Life Agents Brief—1932 Edition 


REVISED AND FURTHER IMPROVED, THE 1932 EDITION IS AGAIN THE 
LEADER OF ITS CLASS IN THE FIELD 


Why Thousands Use 
“THE LIFE AGENTS BRIEF” 


—Because It presents premium rates both on the participat- 
ing and non-participating basis from ages 15 to 
65 inclusive and admits an instant comparison of 
rates with any other company without turning 
over a number of pages. 


—Because It presents surrender values on the several leading 
forms of policies from ages 15 to 65 inclusive so 
that when it is desired with the tables of net cost 
of insurance at any age to show them in con- 
junction, the data is instantly at hand for any 
company listed. 


—Because It presents the annual dividend scales payable in 
1931 on the several leading and special policies 
of companies at every age from ages 10 to 70 
inclusive on the ordinary life plan or endowment 
at age 85 and from ages 25 to 65 inclusive on the 
20 pay and 20 year endowment plans. In addition, 
data is also presented in such a way that it af- 
fords instant illustrations at any given age over 
a 20 year period. The information offered includes 
the total premiums, dividends received, net cost, 
cash — and average net cost over a 20 year 
period. 


—Because It presents dividend histories or net cost for 5 
and 10 year periods on issues of 1921 at ages 
25, 35, 45 and 55. 


—Because It further presents 20 year actual histories on 
issues of 1916 and 1911 in a concise and clear 
manner and enables the user to obtain precise 
information as to the ultimate cost of insurance. 
No other work goes into such complete detail in 
this respect. 


—Because It presents a schedule showing the number of 
years in which a policy will be paid up if left to 
accumulate with interest as (a) paid up life in- 
surance policy, or, (b) mature as endowment and 
(c) Rate of interest paid. 

—Because It presents industrial and infantile industrial pol- 
icies on the Whole Life, 20 Year Endowment and 
and Special 25 cents policies. 


—Because It presents dividends paid im 1931 on fully paid 
life policies. 


—Because It presents group insurance. 


—Because It presents LEADING FEATURE POLICIES data 
such as the Family Income Policy, Modified Life 
Policies, Retirement and Annuity Policies, Or- 
dinary Life Preferred Risk Policies and a number 
fod = er leading policies by most of the P 


The 1932 EDITION of the LIFE AGENTS 
BRIEF has been published and shipments are going 
forward to Life Underwriters desirous of receiving 
the best in the field. This book, for years the most 
complete and satisfactory of any vest-pocket book, 
brings with it greater improvements in 1932. 


All information arranged under subject headings 
AN ARRANGEMENT NOT OBTAINABLE 
IN ANY OTHER PUBLICATION 


COMPACT COMPLETE AUTHORITATIVE 





“BEST 
BY 
TEST” 











—Because It presents standard disability provisions and the rates charged 
adopted by the National Convention of Insurance Commissioners. 


—AND FINALLY BECAUSE It presents such other useful information as financial 
statements of the companies shown, age limit, application, double in- 
demnity, grace, incontestability, loans, military service, nonforfeiture 
provisions, payment of claims, reinstatement, residence, travel, suicide 
and women. THE LIFE AGENTS BRIEF IS THE LEADING PUB- 
LICATION FOR ALL LIFE — UNDERWRITERS AND 


PROVES IT THE “BEST BY 
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Boston Life Agents 
Hold Sales Congress 
(Concluded from page 15) 


ter than ever at this con- 
gress, taking for his sub- 
ject, “Life insurance—the 
Spare Tire of Society.” 

Ray C. Ellis, general agent 
in New York City for the 
Home Life Insurance Com- 
pany, said that the emotion 
of Fear was the “Black 
Shadow” with which every 
salesman had to contend and 
it was the most destructive 
and the most inimical that 
enters the salesman’s life. 

Dr. Solomon S. Huebner, 
of the Wharton School of 
Finance University of Penn- 
sylvania, spoke interestingly 
on “Business Reverse Insur- 
ance,” concluding the morn- 
ing session. 

He confined his remarks 
chiefly to setting forth the 
advantages of life insurance 
from the investment stand- 
point. He said that it was 
comparatively recent that 
life insurance men dared to 
talk about life insurance as 
an investment. The depres- 
sion had brought this about, 
for the people had learned 
that life insurance was 100 
per cent pure as an invest- 
ment. 


Afternoon Session 


The afternoon session was 
presided over by Chairman 
Charles C. Gilman of the 
sales congress committee, 
and he got the meeting off to 
a good start with a number 
of his inimitable stories. 

Holgar J. Johnson, genera! 
agent of the Penn Mutual 
Life Insurance Company, at 
Pittsburgh, Pa., discussed the 
subject: “Your Sales Theme 
—the Desirability or Neces- 
sity of Life Insurance,” an 
address much in the same 
vein as that delivered at 


New York on March 10 and | 


reported in THE SPECTATOR 
for March 17. 

Charles G. Taylor, third 
vice-president of the Met- 
ropolitan Life, spoke on “The 
Soul in the Sale.” He said 
that life insurance had made 
tremendous progress in the 
last 25 years. Education is 
the watchword of the day 
and these sales congresses 
are a part of the educational 
process. 

“But I sometimes wonder,” 
said Mr. Taylor, “if we are 
not giving too much time and 
thought to plans and not 
enough to the spirit of the 
business so that it will fill 
our consciousness all during 
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lowa Ass’n Elects New 
Board of Officers 


New officers of the Iowa 
Association of Life Un- 
derwriters have been an- 
nounced. The officers were 
elected at a recent busi- 
ness meeting at the Hotel 
Fort Des Moines, Des 
Moines. They are: A. W. 
Van outon, Davenport, 
president; Jack Hilmes, 
Des Moines, vice-president; 
H. M. Van Memert, Mar- 
shalltown, secretary-treas- 
urer. The State association 
is made up of nile local 
associations. Hilmes is 
representative of the Des 
Moines Underwriters. 











our working day. The soul 
of every man will then be in 
the thing he does every day. 








Anybody can learn the plans 
but unless he gets the spirit 
he is useless in this business. 
He must have the human 
touch. We need this every 
day. We must love people 
and have a full realization 
that we are bringing some- 
thing to them that will serve 
them better than anything 
else can. We want the con- 
viction of service; the inspi- 
ration of service. We think 
too much of the single case 
and lose sight of the bigness 
of our business.” 


Vogelson Speaks 


Samuel I. Vogelson, of the 
Equitable Life in Philadel- 
phia, took the congress by 
storm, being unceremonious- 
ly pitch-forked into the pro- 
ceedings with one of Charlie 
Gilman’s_ inimitable intro- 
ductions. “Mr. Vogelson had 
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for his subject, “Depression 
Insurance,” and he _ inter- 
spersed convulsingly funny 
stories with serious observa- 
tions of the part the life in- 
surance must play today that 
made his appearance here 
one long to be remembered. 
Mr. Vogelson. told his hear- 
ers that even through the de- 
pression he had materially 
increased his business over 
all of his previous years. 
You have got to work harder, 
he said, and render more and 
better service. 

John L. Shuff, of the 
Union Central in Cincinnati, 
concluded the program and 
told the audience “How 
Things Have Changed.” Mr. 
Shuff is one of the best be- 
loved men in life insurance 
in this country and the recep- 
tion given him must have 
warmed his heart. 














JOHN F. ORYOEN 











FOUNDED BY 





Satisfied policyholders 
worthwhile prospects. 


The Prudential 


Insurance Company of America 


More Than a Selling Job 


One of the interesting things about a life in- | 
surance man’s work is that it involves far more 
than the mere sale of protection. 


It means constant vigilance to pro- 
tect the policyholder from him- | 
self when he contemplates laps- 
ing and, further, the readiness to | 


mean 














serve him in many other ways. 








EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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International Life 
Pays Ten Per Cent 





Stockholders Receive First 
Dividend; Expect 50% 
Reimbursement 


Stockholders of the defunct 
International Life Insurance 
Company of St. Louis, Mo., 
which collapsed in August, 
1928, following the disap- 
pearance of $3,562,952.24 of 
its assets, received their first 
dividend amounting to 10 per 
cent or $2.50 on each $25 par 


value share of stock this 
week. 
United States District 


Judge Charles B. Davis has 
approved the application of 
the receivers, State Super- 
intendent of _Insurance 
Joseph B. Thompson and 
Massey Wilson of St. Louis 
for permission to pay the 10 
per cent dividend and the 
court entered an order that 
the disbursement be made. 
The International Life had 
37,500 shares of stock and 
the 10 per cent dividend will 
total $93,750. The funds for 
the dividend will come from 
approximately $150,000 in 
possession of the receivers. 
This money was derived 
from the reinsurance con- 
tract entered into with the 
Missouri State Life Insur- 
ance Company of St. Louis 
early in August, 1928. 
Conservative estimates are 
that eventually the Interna- 
tional Life stockholders will 
receive upward of $50 a 
share. It is believed that 
the entire deficit in the In- 
ternational Life insurance 
account will be wiped out 
within the next year. 





Joins Shenandoah Life 


A. S. Brandt, formerly 
associated with the Fidelity 
Life in Birmingham, Ala., 
has been appointed as gen- 
eral agent for the Shenan- 
doah Life of Roanoke, Va., in 
Birmingham. 


Receivership Asked 


BALTIMORE, March 19.— 
The Maryland State Insur- 
ance Department after an 
investigation has requested 
Attorney General Lane to 
ask for receivership for the 
Maryland Death Benefit As- 
sociation, a fraternal bene- 
ficiary association of West- 
port, this city. 


Life Insurance 


TEXAS GENERAL AGENT 





Dewey W. Kemp 


Pan-American General Agent 


Dewey W. Kemp, field 
superintendent of the Pan- 
American Life Insurance 
Company since 1930, has 
been appointed general agent 
for the company in Houston. 
He will establish and super- 
vise agencies in 19 surround- 
ing counties. 

With Mr. Kemp’s appoint- 
ment the Pan-American has 
opened new offices in Hous- 
ton, combining the offices of 
the general agency with 
those of investment repre- 
sentative Forrest E. Wood 
and the branch office of the 
company. Andrew J. Clifton 
has been appointed cashier 
in the Houston branch. 





A Business Backed Up 
by Sales Personality 





Life Agents Advised to Con- 
centrate on Prospect 
Finding System 





How life insurance meets 
every requirement of perma- 
nent good investments or 
sound property was _illus- 
trated by J. S. Drewry, gen- 
eral agent of the Mutual 
Benefit Life Insurance Com- 
pany at Cincinnati, Ohio, in 
a discourse before the Life 
Underwriters Association of 
St. Louis March 17. 

He spoke at a luncheon 
meeting held at noon in the 
Adam Room of the Hotel 
Statler on the subject: “Why 
People Buy Life Insurance.” 
In a simple direct conversa- 
tional tone he gave the un- 
derwriters present some es- 
| sential facts concerning the 
property value of life insur- 
ance they had not realized 
were true. 























ee eee eee 


* 


NEW YORK LIFE’S 
RADIO 
PROGRAMS 


“Great Personalities” 
by FRAZIER HUNT 








A story about Oliver Wen- 
dell Holmes, jurist and for 
nearly thirty years Associate 
Justice of the United States 
Supreme Court, son of the 
‘Autocrat of the Breakfast 


March 29: 


SS ::0©.°&-S— ; 
eierate a pa. Leela LO PAL . 











| Table.” Justice Holmes, 
4 who has only recently retired 
$! from his judicial office, has 
;| reached the grand age of 
3) ninety-one with undiminished 
3} intellectual powers—a truly 
4 “Great Personality.” 
; 
. The agents of all companies are in- 
; vited to tune in on our programs 
$ every Tuesday evening on 
3| any of the following 
' stations: 
4 
9:30 Eastern Time.... New York ....... (WJZ) 
| - ” © nce Se «8 ss'cewnn (WBZ) 
| as = “ .... Springfield . (WBZA) 
By - as .- Baltimore ..... (WBAL) 
: sag “« ...-Richmond ..... C(WRVA) 
= = “ ....Jacksonville ....CWJAX) 
5 - 7 90sec «ices (WHAM) 
| ” ” © cc ceClovelamd ..... C(WGAR) 
} “« “ |... Pittsburgh ..... (KDKA) 
a = © v6 s¢sseeeen (WJR) 
™ ” ™ - Cincinnati ...... (WLW) 
|| 8:30 Central Time... .Chicago ....... (WENR) 
3 ” SF ccccmts Bathe .cccec (KWK) 
- nad “ ....Kansas City (WREN) 


“ 


...-Council Bluffs, Ia.(KOIL) 





NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue 
NEW YORK, N. Y. 
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Survey Determines | 
Value of Interview | 
| 


Agent Earns Most Per Call | 
in Surgeon’s Office; Aver- | 
age Is $4.14 


Every interview that a life 
insurance salesman makes is 
worth $4.14 if the results of 
an analysis of calls, inter- 
views, and sales made by 
agents of Northwestern Na- 
tional Life of Minneapolis 
during the first five weeks of 
the year can be taken as a 
criterion. 

This value is based on a 
survey embracing 24,205 
calls, 14,607 interviews, and 
the sale of $4,035,975 of in- 
surance. The data was ob- 
tained from daily reports 
made by agents showing their 
interviews, calls, and sales 
in connection with the com- 
pany’s newly created Power 
Battalion. 

Physicians and surgeons 
are the most profitable pros- 
pects, the survey revealed, as 
this class showed a value of 
$14.55 per interview. The 
analysis also showed that the 
average number of inter- 
views to secure a sale on a 
physician or surgeon was 
14.8. Students and children 
rank second with a value of 
$7.14 for each _ interview. 
The number of interviews to 
secure a sale on this class 
was very low, being only 
5.63. Inyestment houses, 
brokers, efc., rank third in 
value of interview, showing 
$6.87. The average number 
of interviews for each sale, 
however, was high, 18.55. 

In spite of agricultural 
conditions the farmer shows 
up quite well in comparison, 
the average number of inter- 
views for each sale being 
only 7.05 and the value of 
the interview being $4.29, 
slightly above the general 
average. 





Hold Joint Meeting 


The Hotel Statler was the 
scene of a joint meeting of 
the V. W. Kenney agency, 
Boston representatives of the 
Connecticut Mutual Life, 
and the Walter J. Stoessel 
agency, Springfield represen- 
tatives on Saturday morning, 
March 19. The principal 
speakers at the meeting were 
Vincent B. Coffin, super- 
intendent of agencies and 
George F. B. Smith, agency 





assistant. 
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Elles M. Derby 


Succeeds Wm. Bawden 
in Managerial Post 





Elles M. Derby Will Direct 
Business of New York 
Association Office 


Elles M. Derby, of Brook- 
lyn, has been selected to suc- 
ceed William C. Bawden, re- 
signed, as executive manager 
of the Life Underwriters’ 
Association of the City of 
New York. Mr. Derby is a 
graduate of the Polytechnic 
Institute of Brooklyn, class 
of 1926, and enters the life 
insurance field after several 
years spent in engineering 
and teaching. 

After graduating from 
college, the Polytechnic first 
claimed Mr. Derby’s atten- 
tion and he served there for 
two years as instructor, fol- 





| 


This work was supplemented 
| by 


| and 








i9 
lowing this with a year with| Garner Career Broadcast 
the Phoenix Bridge Company | 


three years with the | John Nance Garner, Con- 


New York Central Railroad. | 87¢88man and Speaker of the 
‘| House of Representatives 


. : -- | was the subject of a _ bio- 
continuous teaching In | graphical story by Frazier 
the evening schools of Drexel | | Hunt, news correspondent 
| Institute in Philadelphia and | and author, over the WJZ- 
| Pratt Institute in Brooklyn. | | NBC network last Tuesday. 


ANTED 


Men Who Can Qualify as Branch 
Managers in New York and Ohio 


Capable, aggressive men to 
participate in an intense de- 
velopment of this promising 
territory. Must have a record 
of personal production and be 
experienced in the handling of 
men. 























FRANK F. EHLEN 
Director of Agencies 


JOHN M. HULL 
President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


FOUNDED 1872 


BUFFALO, N. Y. 
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“Headquarters for 
Salare Savings 
Systems 

















The incoln National Life Insurance 
fompany, Fort Wayne, Indiana. 
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Provident Tools No. 14 





Strong Financial Position 


With increases in assets, premiums, and 
insurance in force during 1931— 


And with an increase in new business for 
the last six months— 


And with $18,709,000 of contingency re- 
serves— 

Provident Mutual agents find their Com- 
pany’s strong financial position is a real 
‘asset in selling insurance in times like 
these. 


Provident “Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 























W. L. MOODY, JR. W. L. MOODY, 1 W. J. SHAW 
President Secretary 


Vice President 


SHEARN MOODY 


7. B. MILLS 
Vice President Asst. Vice President 


AMERICAN NATIONAL 


Insure Compan 


GALVESTON.TEXAS 

















Insurance in force 
We have openings 


for live menin $542,054,101.00 
California 

Colorado Assets 
soa $47,681,787.50 
Kentucky 

iene Surplus 
Missouri $7,278,1 18.59 


North Carolina 
South Carolina 


Tennessee Ordinary—Industrial 
Texas 

Virginia Liberal First Year and 
Washington Renewal Commissions 


West Virginia 











If Interested Address 


American National Insurance Company 


GALVESTON, TEXAS 





DEVOTED to the 


ideals of family security and in- 
dependence.e . . . 


ADAPTED to and in 


harmony with modern agency 
and underwriting practices that 
protect the interests of the field- 
man and the policyholder. 


SECURITY LIFE 


INSURANCE COMPANY 
OF AMERICA 


Executive Offices: 
One Thirty Four North La Salle Street 
Chicago 








Dominant in the West 





COMPANY in an expanding mood, 

with a splendid background of 
achievement, and the largest guaranteed 
cost company west of the Missouri 
River It keeps a step ahead in extend- 
ing modernized life insurance service. 
Family Income, Retirement Annuity, 
Business Protection and Juvenile Con- 
tracts, in addition to all standard forms. 
Non-medical written. 


Liberal contracts and that better 
Home Office service for agents. 


Insurance in force over $265,000,000 
Admitted Assets over $43,000,000 








California-Western States 
Life Insurance Co. 
Home Office: 


Sacramento 
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Unemployment Ins. 
Subject of Study 
(Concluded from page 15) 


mission included the late Dr. 
Lee K. Frankel, second vice- 
president; James D. Craig, 
actuary; and Roderic Olzen- 
dam, research director. The 
members carried personal let- 
ters from President Hoover 
and from William Green, 
president of the American 
Federation of Labor, and 
other important personages. 
They spent the spring and 
summer of 1931 in Europe. 
Besides Great Britain and 
Germany, Austria, Belgium, 





Czechoslovakia, Denmark, 
France, Holland, Italy, Nor- | 
way, Sweden, and Switzer- | 
land were included in the in- 
vestigation. 


Fourth Release 


The monograph just pub- | 
lished is known as Monograph | 
Four, on “Social Insurance | 
Legislation.” It traces the 
progress of social insurance | 
legislation in six of the coun- 
tries visited, and describes 
the financial status of the va- 
rious funds established to 
carry out the three phases of | 
Social Insurance—Unemploy- | 
ment Insurance, Health In- | 
surance and Pensions. 

The Monograph, in which | 
all currencies are converted 
at par, shows that, for the 
year ending March 31, 1931, 
the total expenditures in 
Great Britain, for all 
branches of social insurance 
under government  supervi- 
sion, totaled $1,033,000,000, 
and that the regular contri- 
butions, from employers, em- 
ployees and the Government, 
totaled $827,000,000, of which 
the Government’s share was 
$442,000,000. After consider- 
ing miscellaneous’ income, 
this left a deficit of approxi- 
mately $175,000,000, which 
was almost entirely due to 
the $169,000,000 deficit of 
the Unemployment Insurance 
Fund, which was made up by 
the exchequer, through loans. 
This made the total cost to 
the Government $611,000,000. 
From Nov. 8, 1920, to Oct. 
31, 1931, about $3,178,000,000 
was paid out in unemploy- 
ment benefits alone. 

The Monograph shows that 
until the passage of the 
Economy Orders in October, 
1931, the benefits of the Brit- 
ish Unemployment Fund, had 
been progressively liberal- 
ized, so that at that time 
Payments were extended in- 
definitely. These Orders re- 





duced the maximum period 
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Insurance in Canada, 


Approximate figures, 
subject to change, of the 
results of the insurance 
business in Canada for 
the year 1931 have been 
compiled from the annual 
statements submitted by 
the companies. 

During the year 1931 
the net amount of life in- 
surance written and paid 
for in cash in Canada was 
$783,019,054, a decrease 
of 11.5 per cent from the 
corresponding amount 
written in 1930. Ordi- 
nary insurance amounted 
to $581,754,108, industrial 
insurance, $162,540,062 
and group insurance, $38,- 
724,884. The total net 
business in force in Can- 
ada on Dec. 31, 1931, was 
$6,622,548,004, this being 
an increase of 2 per cent 
over the corresponding 
amount at the end of 1930. 

Of the total amount in 
force $4,409,703,751 was 
carried by Canadian com- 
panies and $2,212,844,253 
by British and United 
States companies. 











for the receipt of standard 
benefits to twenty-six weeks. 
Since 1920 the percentage of 
unemployment among the in- 
sured workers, who now num- 
ber 12,290,000, has averaged 
12.5 per cent, compared with 
the 5.32 per cent which had 
been anticipated. 


On Sounder Basis 
Under both the Pension 
scheme and the Health bene- 
fits of the British Social In- 
surance Program, the regu- 


|lar contributions of workers, 


employers and Government 
are almost meeting the cur- 
rent payments. Deficiencies 
are made up from miscellane- 
ous income, through interest 
on reserves, and by drawing 
upon the reserves themselves. 

The financial condition of 
Germany’s Unemployment 
Fund differs but little from 
that of the British, although 
the arrangement of the plan 
is somewhat different. The 
German program is divided 
into three parts—the regular 
Unemployment Fund, Crisis 
Benefits, and Welfare Relief. 
It was not intended, when the 
plan was inaugurated in 
1927, that the Federal Treas- 
ury should make any con- 
tribution to the regular fund, 
but the entire cost of the 
Crisis and Welfare benefits 
were to be borne in full by 


the Federal and local gov- 
ernments. The Crisis and 
Welfare benefits may be de- 
scribed as emergency bene- 
fits. 


Present Deficit 


Expenditures of the regu- 
lar Unemployment Fund for 
1930 totaled $428,500,000 
while the regular contribu- 
tions and miscellaneous in- 
come amounted to $254,500,- 
000, leaving a deficit of 
$174,000,000, an amount 
about equal to the British 
Fund deficit for the year end- 
ing March 31, 1931. This 
deficit was made up by the 
Federal Treasury. In addi- 
tion to payments of $82,000,- 
000 for Crisis Benefits and 
$119,000,000 paid out in 
Welfare Benefits, the total 
local and Federal govern- 
ments’ contributions for un- 


NWNL 


principal or interest. 
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employment in 1930 amount- 
ed to $375,000,000. 

When the Unemployment 
Insurance Act was passed 
by the Reichstag in 1927, it 
was estimated that the num- 


ber of unemployed would 
average about 700,000 a 
month. Instead, during the 


first three full years the 
fund functioned, the aver- 
ages were 1,383,000; 1,918,- 
000; and 3,139,000. The num- 
ber of unemployed is esti- 
mated now at over 6,000,000. 

During the year 1930, total 
expenditures under the Ger- 
man Social Insurance Plan, 
including old age, invalidity, 
and health insurance, 
amounted to $1,562,500,000 
while the total contributions 
were $1,586,000,000. 

Similar information is also 
given for Belgium, Denmark, 
and Switzerland. 


ACCOMPLISHMENTS 


IN 1931 


NWNL closed 1931 with no bond, in its 
long list of bond holdings, in default as to 


The market value of its bond holdings 
(determined as prescribed by the National 
Convention of Insurance Commissioners) 
was nearly 2 Million Dollars greater than 
the amortized book value at which they 
were carried in the Company’s statement 
for December 31, 1931. 


It enjoyed the largest income (over 12', 
Million Dollars) of any year in its history. 


Its cash funds available for new invest- 
ment during the year exceeded the cash dis- 
bursements by more than 734 Million Dol- 
lars. Of these funds, over 2% Million Dol- 
lars was loaned to policyholders, on the sole 
security of their policies and without delay. 


In addition to policy loans, it made other 
new investments in high grade securities of 
approximately 5 Million Dollars. 
of policy loans, total cash funds available 
for investment during the year were equal 
to 42% of the cash receipts. 


Exclusive 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. Pagsiwext 


STRONG- Minneapolis Minn. ~ LIBERAL 
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of outstanding 


achievement... 


“Phi Beta Kappa of Life Insurance’’ 
. . the gold key worn by members 
of The Union Central $500,000 Club. 


Wirn pride in their splendid 
record and confidence in their 
future achievement, The Union 
Central presents to the insurance fraternity the 
members of its $500,000 Club. These Underwriters 
were installed at the second annual meeting of the 
organization recently held in Miami, Florida. 


President of the Club by virtue of leadership of the 
entire Union Central Field Force is Richard J. 
Conheim. Vice-President is Joseph Gross, who has 
sold more than a half million annually for the last 
13 years. 





The Union Central $500,000 Club Roster 


H. Sheridan Baketel, 
c. L. U. 
*+Walter E. Barton 
* Charles A. Bilatchley 
Cc. L. U. 

* Theodore M. Bumiller 
Leo J. Burns 
William W. Bussey 

* Fay W. Clubb 

* Richard J. Conheim 

*tJoseph P. Devine 

* John A. Doyle 

*tO. J. Fisher 

* Joseph Gross 
Allan E. Guberman 

* Louis Guberman 

* Marshall T. Hearne, Jr. 

*tM. G. Hodnette 

* Sadie L. Hoffman 
James D. Kauffman 
Frank W. Kingett 

*?+Chariles B. Knight 
Marion A. Knight 

* Maurice C. Kramer 


Hamilton Lee 

tJ. Early Lee 

tWilliam B. Lee 
Harry T. Licklider 
Stephenson W. McGill 

John J. McLean 
Enid S. Miller 
William B. Monroe 
Earl V. Reed 

John R. Riha 
William Rodgers 

Charles Romer 
Robert A. Sasseen 

John C. Sebastian, C. L. U. 

tHarry J. Spencer 

* Herman Stark 
Frank H. Strietmann 

* Arthur W. Tell 

* J. Mitchel Thorsen 

* Diederich H. Ward 
Fred Watson 

*+tB. A. Wiedermann 

*tEmmet C. Wier 

* Edwin A. Zelnicker 


. 


*e # @ 


* Indicates two-year membership. + Manager member. 











The Union Central 


Life Insurance Company 


of Cincinnati 


Over One and One-Half Billions in Force 











for progressive agents... 





Life The Spirit 
Underwriting of Life 
Efficiency Underwriting 
by Walter Cluff by Walter Cluff 
Repeatedly described as In this book, a sequel 
the best beginners text to Life Underwriting 


Efficiency, the author em- 
phasizes the importance 


available on life insur- 
ance salesmanship. Nu- 


merous subtle ways of at- of physical appearance 
tracting the _ prospect’s + and mental attitude. This 
attention and beguiling book is not only highly 


inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gen- 


methods of approach are 
outlined, followed by 
many ingenious. closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to eral Agent says it is ‘‘the 
show how the salesman best sales book for both 
may lead the prospect to new and old men I have 
discover the extent of his read in my 26 years in the 
own needs. business.”’ 


Price $1.00 Price $1.00 


12 copies, $10; 12 copies, $10; 
25 copies, $20. 25 copies, $20. 








C. L. U. DEGREE QUESTIONS & ANSWERS 
Price $1.00 
12 copies, $10. 


Copies of complete set of questions and 
answers to the June, 1931, — 3 
Degree examination. 





ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 








Mr. Rogge has put in this book reproductions 

















Don’t Miss This Chance! 


When a million dol- 
lar a month producer 
puts in writing how he 
does it so that any 
reader can adopt his 
methods, surely this 
is an opportunity not 
to be overlooked by 
any life insurance 
salesman. This is what 
Charles P. Rogge has 
done and it is all 
available in the new 
book entitled— 


SUPER-SELLING with ROGGE 





of the cards he uses in his work, the sales let- 
ters he has found most effective, articles he and 
his associates have written for the insurance press, 
and discussions of his methods by such men as 
Shaemas O’Sheel and “Ad Man” Davison. It 
offers a complete course on selling “big busi- 
ness.” , 
Price per copy $3 
THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St., New York 
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Buffalo Mutual Life | 
Has Unique Contract 





New Child’s Policy on En- 
dowment Plan Offers 
Peculiar Benefits 


Three new forms of pol- 
icies for children are being 
written by the Buffalo Mu- 
tual Life Insurance Com- 
pany. In announcing the new 
contracts, Frank F. Ehlen, 
director of agencies, states 
that he has checked the re- 
cords of the State of New 
York and finds the new pol- 
icies not only unique among 
New York companies but are 
not similar to any issued by 
any company doing business 
in New York. 


Three Forms 


The new contracts are 
being written in three forms: 
ordinary life endowment at 
85, twenty pay endowment 
at 85 and twenty year endow- 
ment. The new policies are 
standard legal reserve basis 
with graduating death bene- 
fits and written in units of 
$1,000 and $1,500. They 
carry standard cash and non- 
forfeiture values beginning 
with the third year, on a 
participating basis, and an- 
nual dividends begin at the 
end of the second year. 

An additional feature is 





incorporated 


of premium on the child’s 
policy should the parent or 
guardian, known as the ap- 
plicant, die before the child 
reaches the age of 21. The 
policy may be issued either 
with or without this benefit. 
At age 10 and over the stand- 
ard forms of contracts are 
issued. 


O. V. Jones Joins Harold L. 
Taylor Agency 


Harold L. Taylor, man- 
ager of the Mutual Life In- 
surance Company of New 
York, at 521 Fifth Avenue, 
New York City, announces 
the appointment of Oscar V. 
Jones as agency organizer. 
Mr. Jones entered the insur- 
ance business and has been 
a successful Life Under- 
writer in both New York and 
Washington. He will be in 
charge of obtaining and 
training new 
Mr. Jones is a graduate of 
Georgia Tech and the N. Y. 
U. Life Insurance Course. 
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organization. | 


in the payor | 
benefit which provides waiver | 
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| Thirty Years with Fidelity 


R. F. Tull, secretary of the 
Fidelity Mutual Life Insur- 
ance Company, Philadelphia, 
celebrated his thirtieth anni- 
versary with the company on 
March 14. Mr. Tull entered 
Fidelity service as junior 
clerk in the actuarial depart- 
ment in March, 1902, and re- 
mained in that department 
three years before being 


transferred to the policy de- | 


partment. He was thus a 


charter member of Fidelity’s | 


Twenty-Five Year Ciub. 
Mr. Tull is regarded as an 
authority in risk selection 
and is executive head of the 
new business department of 
Fidelity. He has devoted the 
greater part of his time for 
many years to all phases of 
selection and underwriting. 


Approve Merger 
(Concluded from page 15) 


ciency. On account of a 
similarity of problems, 
proximity, and friendly rel- 
ationships existing between 
officials of the two com- 
panies, officials consulted 
each other in certain phases 
of the work, making evident 
that companies with amounts 
| of insurance in force of ap- 
proximately $1,000,000,000 
were able to attain better op- 


|companies. These improved 
| operating ratios were found 


'to have resulted from addi- | 


| tional facilities at the dis- 
| posal of a larger company, 
| more complete development 
of its territory, greatly re- 
|duced overhead and _ the 
| best technical assistance. 


erating ratios than smaller | 
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| Seattle Association Institutes 
Membership Drive 


The executive committee 
(of the Seattle Life Under- 
writers Association has ar- 
| ranged final details for the 
| special membership cam- 
|paign which will be con- 
ducted during the ensuing 
| two months. Fenton C. 
Rowell, of the Sun .Life, is 
chairman of the association’s 
membership committee. In 
addition to the membership 
feature of the drive, the as- 
sociation is planning to at- 
tract many of the city’s lead- 
ing underwriters who are at 
present non-members through 
a special series of 10 lectures 
courses to be conducted by 
Henry Burd, professor of 
merchandising at the Uni- 
| versity of Washington. 


| 
} 
| 








The Formula of Success 


Life Insurance can be explained in plain, every- 
day language. The facts can be simply stated. 


People need to be told about life insurance by one who 


knows life insurance and its adaptability. Salesmen of 


integrity, ability and courage who will work systemati- 


cally and plainly state the facts of life insurance service 


will be Masters of their craft and successful. 


THE Mutuat Lire or New York, with its long history 


of increasing success, offers opportunity. 


It writes An- 


nuities and all Standard forms of life insurance. Double 


Indemnity Benefits. 


It has many practices to broaden 


and expedite service for Field Representatives and for 


Policyholders. 


Those contemplating engaging in life insurance field 


work as a career of broad service and personal achieve- 


ment are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street 


DAVID F. HOUSTON 
President 


of New York 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President and Mgr. of Agencies 





Life Insurance 


























General Agent 
Contracts 


Available for 


General Insurance Firms 


In 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 




















CHRISTMAS SPIRIT 

















Giving 
THE SPIRIT of Chrismas is that of giving and 
the greatest gift is that of service to mankind. 


THE INSURANCE AGENT by nature of his 
profession is better able to serve mankind than 
many others, and this Company is glad to give 
to it’s agents at all times such co-operation that 
they may render a bigger and better service. 


Independence Indemnity Company 
Commonwealth Division 
Philadelphia 








B MORACE SHALE, Presidem 
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NORTHERN INSURANCE Co. 


OF NEW YORK 






83 MAIDEN LANE NEW YORK 






FIRE 
AUTOMOBILE 

















Louis M. Crandall, Personal Producer Extraordinary! 


who for over eight years has not missed a single week 
of writing from one to thirty-five applications shares his 
knowledge with you. 


INDIRECT SELLING 


A new book by this dynamic personality will be 
published in the near future. 


Send in and Reserve a Copy for Yourself 
Price, $2.50 


THE SPECTATOR COMPANY 











243 WEST 39TH STREET NEW YORK, N. Y. 




















| FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 
Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 
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BIG OPPORTUNITIES WITH 


Great Republic Life Insurance Company 


OF LOS ANGELES 


This Company has attractive General Agency openings 
in Texas, Missouri, Kansas, New Mexico, Arizona and 
California. Very attractive first year and renewal commis- 
sions and exceptional line of policies. If you have a satis- 
factory record of successful experience and are interested 
in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, 
Vice-Pres., Great Republic Life Building, Los Angeles, Cal. 
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| THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 


“Three Great Hazards’ a new leaflet written by Ernest Gray is just what 
a number of life insurance agents have been looking for because it is 4 
plece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
the agent makes his call. 








PRICES 
50 Copies....... $2.50 OOP Games. . << 00 $18. 
100 Copies....... $4.50 1000 Copies....... $30. 
10,000 Copies....... $225. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK | 
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Research Bureau Data 
Shows Drop General 





Comparative Decline in Life 
Sales Not Confined to 
Any One Section 





HARTFORD, CONN., March 
21—The trend in sales of 
Ordinary life insurance 
which has been generally up- 
ward during the past few 
months dropped again in 
February, according to data 
compiled by the Sales Re- 
search Bureau. Although the 
volume of sales was some- 
what less than in preceding 
months, more than $25,000,- 
000 of new insurance was 
sold during every working 
day of February. Consider- 
ing an average policy of $3,- 
300 this means that during 
every working day about 
7500 people either bought 
their first insurance policy 
or increased the protection 
they already carried. Al- 
though incomes of all classes 
have been greatly reduced, 
every month people are put- 
ting millions of dollars into 
life insurance. During the 
past few years the percent- 
age of the national income 
invested in life insurance has 
steadily increased. 

The general loss in sales 
in February when compared 
to February, 1931, was evi- 
denced in every section of 
the country. The North 
Central States showed the 
poorest experlence while the 
three States on the Pacific 
Coast showed the best aver- 
age experience. 





Supervisor Field Service 


Announcement has _ been 
made by Assistant General 
Manager H. W. Manning of 
the appointment of Gordon 
C. Cumming as_ supervisor 
field service of the Great- 
West Life Assurance Com- 
pany. Under his direction 
will now come all educational 
and sales promotional activ- 
ities. 





Chandler and Rollins in 
South 


Harold N. Chandler, sec- 
retary of the Connecticut 
Mutual Life Insurance Com- 
pany, and Dr. Henry B. 
Rollins, associate medical di- 
rector, are now in the South, 
meeting with the company 
agencies in Baltimore, Wash- 


ington, Raleigh, Memphis, 
Louisville, Nashville and 
Harrisburg. 
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Massachusetts 
Mutual Life 


a synonym for 
Quality and 
Excellence in 
Life Insurance 



















Mutual Life 
Insurance Co. 


Springfield 
Massachusetts 


Organized 1851 











Producers Honor Veteran 


“A Long Week for Long” 
is a campaign being con- 
ducted by the Lamar Life 
Insurance Company, the pro- 
duction of March 21 to 28 
(8 days), to be considered as 
an honor to J. H. Long, 78 
years old, who has been a 
general agent for 20 years. 





Mrs. Pritchard on Air 
From WJDX 


Mrs. W. S._ Pritchard, 
chairman of the department 
of the American Home, Na- 
tional Association of Life 
Underwriters, recently ad+ 
dressed the Mississippi As- 
sociation of Life Underwrit- 
ers and _ several women’s 
clubs in Jackson. 


Disability Changes 
Brooklyn National Life 


On March 31, 1932, the 
present forms in use by the 
Brooklyn National Life In- 
surance Company covering 
both waiver of premium and 
monthly income disability 
will be discontinued. Under 
the new forms of disability 
| there is a waiting period of 
| six months. 

The company will issue the 
| waiver of premium clause 
with policies on male lives 
up to age 50 which covers 
disability incurred prior to 


by 








| 
| 


Massachusetts | the anniversary date of the 


| policy nearest to the 55th 
| birthday of the insured. 
Waiver of premium form 
| for women will be issued to 
| single self-supporting women 
under age 40 only and covers 
disability incurred before age 
50. This is the only form of 
disability issued to women. 
| The waiver of premium 
and monthly income clause 
| for use with all policies with 
| which we issue disability in- 
| come will be issued to age 50, 


r 
| 
| 


| 61 Years 








of 


promptly met. 


Head Office 
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Life Extension Institute 
Vice-President 


Richard C. Borden has 
been appointed a_ vice- 
president of the Life Ex- 
tension Institute, Inc. Dr. 
Borden is familiar to the 
insurance fraternity 
through several of his 
textbooks and through his 
reports on the Borden- 
Busse sales research made 
to company conventions 
and association meetings. 

He was formerly a gen- 
eral supervisor of the 
Hearst newspaper chain 
and sales counsellor to 
numerous manufacturing 
and retail organizations. 











covers. disability incurred 
prior to age 55 and pays 
$5.00 per month per thou- 
sand with the further pro- 
vision that income to a dis- 
abled policyholder ceases at 
the maturity of the policy or 
at age 65 if the policy has 
not matured prior to that 
age. 





of Service 


to an ever-increasing number 
satisfied policyholders, 
during which time every obli- 
gation has been fully and 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


Montreal 











Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 


care of THE SPECTATOR 
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S a bit of Edward Acheson, Jr., and 
had the pleasure (?) of riding now 
and then with him in his automobile, 
I seriously questioned if, instead of 
devoting his life to travel and litera- 
ture, he should not enter the lists 
against Sir Malcolm Campbell and 
Billy Arnold. I knew he could give 
either of them a considerable handicap 
and rocket across the tape long be- 
fore they arrived. 
*” * « 

UT he has evidently decided to 

concentrate on literature and 
travel, and, no doubt, is wise. He will 
live longer and give others more pleas- 
ure. I have just read his book, pub- 
lished this month by William Morrow 
& Co. of New York, “Password to 
Paris,” and to use the word coined, 
I believe, by Bob Monaghan, I think 
it’s “swell.” 

“ os . 

T hurts me a bit to read on the 

cover blurb that Mr. Acheson went 
to Paris because he found it easier to 
keep the wolf from the door there. Is 
that so? However, my column is too 
short for me to take personal umbrage 
if I am going to say anything at all 
about his book. Anyone, it is my un- 
shaken belief, between the ages of 7 
and 99, can have a grand time in Paris. 
And, after reading “Password to 
Paris,” I am certain that whoever 
reads it will have a better time when 
next he goes there. 

* * *« 

OME of the places he describes or 
~ mentions I know fairly well. He 
writes delightfully of them and with 
quite proper restraint. Others I do 
not know. Thanks to the picture he 
gave, I hope I shall one day. I am 
delighted to find the Tomb of Napoleon, 


the Eiffel Tower, Notre Dame and 
other historical and _ architectural 
monuments are ignored. Instead, I 


read of the Ralye Opera, Theatres de 
Dix Heures, Theatre Bobino, “Fourmi,” 
Combs-La-Ville, that lovely town so 
close to Paris; Laures, the Rendez-vous 
des Mariners, and so on and so on. 

* 7 . 


ND, best of all, Mr. Acheson tells 

how one can live cheaply in Paris. 
In fact, he proves that it can be done. 
I see he is to publish a novel in the 
fall. If it is as entertaining as is 
“Password to Paris,” I shall enjoy 
reading it, and I trust Jay illustrates 


OME years ago when I saw quite | 











the Phoenix Assurance 


Company, of London, early this year 
celebrated its 150th anniversary. The 
history of its organization is interest- 
ing. The sugar bakers of London in 
1781 had difficulty in securing ade- 
quate insurance coverage so they 
formed a new insurance company and 
named it the New Fire Office Com- 
pany. The first policy was written in 
January, 1782. The following year 
the name of the company was changed 
to Ye New Fire Office or Phoenix 
Society. Two years later the name 
became Phoenix. The company has 
been represented on the Continent of 
Europe since 1786 and in Canada and 
the United States since 1804. It with- 
drew from the United States in 1810, 
due to hostile legislation, and did not 
reenter for direct business until 1879, 
although during the interim, it did a 
reinsurance business here. In 1805 
it entered Newfoundland, Denmark 
and Sweden; in 1815, Belgium and 
France, and, five years later the West 
Indies, and in 1824, Portugal. The 
United States manager and attorney 
is Percival Beresford. 

* 








* * 


1s Illinois Insurance 


Department has made a number of 
important rulings in connection with 
the enforcement of the State’s new 
agents’ and brokers’ qualification and 
licensing laws; among which is that 
banks owning agencies must qualify 
as agents in their own name and must 
designate two employees to represent 
them. Where an insurance policy is 
issued in connection with the sale, ser- 
vice, storage or transportation of a 
commodity, the underlying policy and 
individual certificates must be signed 
by a licensed resident agent, and the 
sales, storage or transportation agency 
need not be licensed under the laws 
if no commission or brokerage or 
other consideration is received. The 





the novel as he has done this book. 


Fire Insurance 


department has ruled that the compa- 


MATTE RS 


IN FIRE 





INSURANCE 


nies included in the “farm mutual 
class” which are exempt by the laws, 
shall be district, county and township 
mutual fire; county and district mu- 
tual windstorm companies. 

* ok * 


mm City, Minn,, 
is evidently the ideal place of resi- 
dence for young gentlemen between 
the ages of 14 and 19. First Chief 
Frank W. Hanson of that city has 
organized the Rush City Junior Vol- 
unteer Fire Department and its mem- 
bership is composed of youths from 
14 to 19 years of age. Regular bi- 
weekly meetings are held, but the im- 
portant thing is that each member 
must answer every fire alarm unless 
excused by Chief Hanson. Uniforms, 
caps and badges, replicas of the reg- 
ular department equipment, are fur- 
nished. We do not expect that Chief 
Hanson will have to waste much time 
because of boys who want him to 
give them an excuse for not attend- 


ing fires. 
* * + 


Plesbet A. Rossman, 


president of the; insurance firm of 
Riggs, Rossman & Hunter, Inc., Bal- 
timore, died last week after an illness 
of several months. Mr. Rossman, 
who was 58 years old, had been in the 
insurance business since a boy, first 
with the Maryland Fire Insurance 
Company and from that company to 
the Firemen’s Insurance Company of 
Baltimore. Following this he con- 
ducted an agency business and in 1900 
formed the firm of Riggs, Rossman 
& Co. In 1905 the name was changed 
to Riggs, Rossman & Hunter. For 
thirty-five years he represented the 
National Fire Insurance Company of 
Hartford, Conn. He was a member 
of the Association of Fire Under- 
writers of Baltimore; a thirty-second 
degree Mason and a member of the 
Rotary Club. 
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Penn. Insurance Days 


Slated for May 25-26 





Federation Names Commit- 
tees to Handle Big Meet- 
ing at Pottsville 





Work has already been be- 
gun on the program for the 
1982 Pennsylvania Insurance 
Days which will be held in 
the Necho Allen Hotel in 
Pottsville, Pa., on May 25- 
26, 1932. At a meeting of 
representative insurance men 
of Schuylkill County held 
Thursday, March 10, in the 
office of Wm. E. Quinlin, 
Prudential superintendent in 
Pottsville, the first definite 
arrangements were made. 

The following officers, all 
members of the general con- 
vention committee, were ap- 
pointed: general convention 
chairman, William E. Quin- 
ln, Prudential; assistant 
general chairman, Daniel S. 
Emmert, Metropolitan Life; 
secretary to the general com- 
mittee, Joseph McClellan, 
Prudential; attendance com- 
mittee, Norman H. Rich; re- 
ception committee, James F. 
Canfield, Prudential; ladies’ 
entertainment committee, 
Walter S. Sheafer; finance 
committee, C. B. Sillyman; 
registration committee, Ma- 
nus J. Gallagher, Home Lite; 
banquet and smoker commit- 
tee, James J. Mulroy, Balti- 
more Life. 

Advance plans for the pro- 
gram of this convention pro- 
vide sessions which will be 
most interesting and attrac- 
tive. The morning of the 
25th will be devoted to regis- 
tration of delegates. The 
sessions will open with a 
luncheon at which figures 
Prominent in the State and 
nation will address the dele- 
gates. The afternoon will be 
devoted to general sessions 
and in the evening a smoker 
will be held, for which best 
of talent is being secured. 
The second day’s sessions 
will be made up entirely of 
round - table conferences, 
stressing all the particular 
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In the Wake of the 
Tornado 


The Tornado which 
swept five Southern States 
Tuesday night and early 
Wednesday morning, caus- 
ing the death of 275 per- 
sons and approximately 
1000 injured, and the de- 
struction of at least $2,- 
000,000 worth of property, 
has already resulted in the 
filing of more than 500 
claims with the Alabama 
adjustment Bureau. More 
claims, of course, are ex- 
pected. 











lines and branches of insur- 
ance underwriting—fire, cas- 


ualty, life, surety, accident 
and health in_ all its 
branches; mutual, fire and 
fraternal. On the evening 


of the second day and as a 
climax of the convention, the 
banquet and dance will be 
held. 
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| National Association Mid- 


the National Council met 
morning and afternoon. One 
of the principal subjects com- 
ing up ‘or discussion was a 
memorandum on_ decreased 
commissions by Walter H. 











I. U. B. Operations Before 


National Association 





Report of Special Committee Presented at Mid-Year 
Meeting; Major Objections Recited and Sugges- 


tions Made to Remedy 


Situation 





CLEVELAND, March 23.—Of 
great interest to all members 
of the National Association 
of Insurance Agents, now 
holding its mid-year meeting 
at Cleveland, was the report 
of the special committee in- 
vestigating the operations of 
the Interstate Underwriters 
Board. The committee was 
appointed at the sessions of 
the national convention at 
Los Angeles last summer, 
with Harry R. Manchester as 
its chairman. 

Mr. Manchester informed 
the agents that a conference 
was held in New York, Dec. 
3, and that it was opened with 
the full membership of the 
governing board of the I.U.B. 
But, he said, realization that 


so large a body could not lend 
itself to informal discussion 
led to selection of a_ sub- 
committee with which his 
committee met, and to whose 
attention was brought the 
two major deficits in the 
I.U.B. method of operation 
from the standpoint of the 
National Association, name- 
ly: its failure to exercise ade- 
quate control over its com- 
pany members, with no 
means of checking up on the 
operations of the individual 
companies, some of which 
take advantage of the situ- 
ation and ignore the ethics of 
the business, under pretense 
that the risk involved is writ- 
ten through the I.U.B., and 
(Concluded on page 31) 





Year Meeting at Cleveland 





Executive Committee in Session Monday; 32 States 
Represented at Meeting of National Counsellors; 


Get-Together Dinner Largely Attended 





By LOUGHTON T. SMITH 


CLEVELAND, March 22, 1932.—The usual good 
attendance at the mid-year meeting of the Na- 
tional Association of Insurance Agents is indi- 
cated by the advance registration at the Hotel 
Cleveland in this city. Yesterday and today were 
devoted to executive committee meetings and today 


Bennett, secretary-counsel of 
the Association, which was 
submitted to the executive 
committee. This memorandum 
analyzed the commissions 
paid by the casualty insur- 
ance companies as compared 
to other items of acquisition 
cost, was approved by the 
committee and will doubtless 
be a topic of general discus- 
sion at the forthcoming ses- 
sons of the meeting. Mr. 
Bennett’s report, in part, ap- 
pears on another page of this 
issue of THE SPECTATOR. 

President William B. Cal- 
houn was instructed to ap- 
point a special committee to 
work with the local boards in 
forwarding their activities. 
Other matters taken up in 
the executive committee 
meeting were the question of 
increased automobile rates, 
uniform agency contracts, 
automatic cancellation of pol- 
icies for non-payment and 
the practice of board com- 
panies reinsuring business of 
non-board companies. 

At the meetings of the Na- 
tional councellors 32 States 
were represented. The duties 
of a National councellor and 
his work in the State and Na- 
tional Association were dis- 
cussed. The commission ques- 
tion as well as automatic 
cancellation of policies was 
also brought up. The advan- 
tages of developing more 
} (Concluded on page 31) 
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LOYALTY GROUP 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself; Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon, and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity, reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven; 
that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail, but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed, and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.; History records that the world progressed, and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.: History records that the world progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.; and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen’’. 
Today Faith is as then. Today. as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed, and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes, however 
hard for the individuals. are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 


it, instead of harkening to cowardly fear. 
NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Wane Monsinens 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 24 Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL et President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, Presid NEAL BASSETT, Vice-President 
OHN KAY Vice Presniont’ A. H. HASSINGER, Vice-President | WELLS T. BASSETT, Vice-President | ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vico-Prestdces 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
J a. ROWE. President H. $ LANDERS. Vice-Pres. & Gen’ 1 Comneel S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
ARL R. HUNT, Vice-Pres . McCLURE, Vice-Pres HN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 
cw rescuer an President H. S. LANDERS, Vice Pres. & Gen'l Counee! Coa AN WINKLE, Veet E. C. FEIGENSPAN, Vice-President 
OHN KAY, Vice-President . HASSINGER, Vice-President ELLS T. BASSETT, Vice- President 


COMMERCIAL CASUALTY INSURANCE COMPANY 


WESTERN ) DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
H. ad CLARK, see Newark, New Je: seed oo pope rnces a 


Ase’t Managers CANADIAN DEPARTMENT W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 


JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 
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Illinois Agency 
Greatly Enlarged 





CHICAGO, March 21.—Rob- 
ert W. Troxell, head of 
Troxell, Kikendall & Com- 
pany of Springfield, and also 
chairman of the board and 
national councillor of the [II- 
linois Association of Insur- 
ance Agents, has just com- 
pleted a deal whereby his 
agency becomes one of the 
largest in the State outside 
of Chicago. 


The firm has purchased the | 


insurance business of Brink- 
erhoff & Company of Spring- 
field, which previously had 
dealt in real estate, invest- 
ments and insurance, but now 
will devote all its 
ral estate and investments. 


Troxell, Kikendall & Com- | 


pany was established in 
1887 by W. Staley Troxell, 
but its present name 
adopted when William C. 
Kikendall and Robert W. 
Troxell became associated. 
That was twenty-six years 
ago. Mr. Kikendall is secre- 
tary-treasurer, and Alvin E. 
Skoog, Cecil I. Thomas and 
Harvey H. Weber are junior 
officers. 


Baltimore Fire Premiums 
and Losses 


The Fire Insurance Sal- 
vage Corps, of Baltimore, 
reports that premiums for 
fire insurance received from 
July 1, 1931, to Dec. 31, 1931, 
inclusive, for insuring all 
species of property in Balti- 
more, totaled $1,683,074. Of 
this, $1,607,250 was received 
by stock companies, $68,378 
by mutual companies, and 
$7,444 by reciprocals. 

The total fire loss in Bal- 
timore City last year showed 
a decline of over a million 
dollars compared with 1930, 
according to a preliminary 
report of the Salvage Corps. 
The loss last year totaled 
$1,243,369.43, compared with 
$2,291,338.43 in 1930. Of the 
total loss $1,173,886.33 was 
covered by insurance, while 
the uninsured loss was $69,- 
483.10. The loss included 
dwellings and contents 
covered by insurance, $225,- 
029.89; mercantile buildings 
and contents, $721,959.92; 
manufacturing buildings and 
contents, $79,882.52, and 
miscellaneous buildings and 


time to | 


Was | 








Do Not Realize They Are 


Insolvent 
LANSING, MIcH., March 
22.—_Agents who refuse 
to believe they are in- 
solvent because of lax 
business methods, par- 


ticularly with reference to 
collections, constitute one 
of the chief problems of 
the depression for the 
companies, according to a 
prominent western man- 
ager. 

In numerous instances, 
this executive says, his 
companies have been 
forced to keep their field 
men in an agency for a 
week or more before the 
agent could be convinced 
that there was anything 
materially wrong with his 





|| financial status. The 
agent, in most such in- 
stances, was confident 


that the huge volume of 
his outstanding accounts 
could be collected and felt 
that a temporary loan to 
meet his balance with the 
company was the only re- 
quirement of the situation. 





News of the Far West 








SAN FRANcIScO, March 21. 
—Insurance Brokers’ Ex- 
change of San Francisco held 
its quarterly meeting of 
members, March 9, with a 
good attendance. Charles H. 
Turner, president of the ex- 
change, expressed pleasure 
| with the progress reported 
|by the committees working 
|on immediate projects. 

* * * 
Globe & Republic Insur- 
|ance Company of America, 
resulting from the merger 














of the Globe Insurance 
| Company and the Repub- 
lic Insurance Company 


has been licensed to write 
| fire, marine, sprinkler, team 
|and vehicle, automobile, air- 
| craft and miscellaneous lines, 
|in California by the Insur- 
/}ance Department. The com- 
pany is represented’ by 
| Woodward-Phipps General 
| Agency, Ltd. 


- ‘a is 


W. Stanley Pearce, adver- 











J. E. Tetlow, Jr., in West 


| Virginia for Fireman’s Fund | Blue Goose, March 14 at a 


Harry E. Cragg, 


and affiliated companies 


Fireman’s Fund group, an- 


Jr., will 


low, 
been 


companies in New Hamp- 
shire and Vermont. Everett 
P. Carberg has been ap- 
pointed special agent in New 
Hampshire and Vermont. He 
has been associated with the 
companies for a number of 
years. 





Richard E. Vernor, man- 
ager of the fire prevention 
department of the Western 
Actuarial Bureau, has been 
elected to membership in the 
Chicago Business Secretaries 
Forum, an organization 
secretaries or managing di- 
rectors in trade or profes- 





contents, $147,014. 
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sional work. 


of | 


special | 
agent of the Fireman’s Fund | 
in|} the environment of the Is- 
West Virginia, recently re-| land of St. Kitts in the West 
signed to become vice-presi- | Indies, where he spent his 
dent and general manager of | boyhood years. 


the general agency of Alf | » & si 

Paull & Sons, Inc., of Wheel-| Fred F. Small, superin- 
ing, W. Va. Charles C./tendent of agencies for 
Hannah, manager of the|Cravens, Dargan & Com- 


Eastern Department of the | Pany, is visiting the South- 


|nounces that James E. Tet- | 
succeed Mr. | 
Cragg in West Virginia. Mr. | 
| Tetlow has 
agent of the Fireman’s Fund | 


special 


|tising manager of the Fire- 
|men’s Fund Group addressed 
the San Francisco Pond of 


luncheon. Mr. Pearce spoke 
on “Life in the Caribbean” 
relating his observations of 


'ern California offices of the 
| firm in Los Angeles and will 
return to his desk in San 
Francisco today. 

os ok * 

Carl N. Corwin, head of 
the general agency bearing 
| his name, has announced the 
/appointment of Ray Krieger 
las a vice-president of Carl 
N. Corwin & Company. Mr. 
Krieger, formerly with the 
general agency of Rolph, 
Landis & Ellis, has a large 
following throughout the San 
Francisco territory together 
with a broad experience and 
knowledge of fire and cas- 
ualty insurance lines. 

* Ed ok 

J. H. Schively, well known 
insurance figure in San 
Francisco, secretary of the 
Insurance Federation of Cali- 
fornia, addressed the San 
Francisco Lions Club on 


held March 15. Mr. “Dad” 
Schively is former insurance 
commissioner of the State of 
Washington. 


* * * 


Guy A. Inman, - Pacific 
Coast manager of the Fi- 
delity & Guaranty Fire, has 
departed for Hawaii on a 
business trip of two weeks. 
The Fidelity and Guaranty is 
represented in Honolulu by 
the Bond & Investment Com- 


pany. 
ok Ba oe 

George G. Bulkley, presi- 
dent of the Springfield Fire 
& Marine Group, a _ recent 
arrival at the San Francisco 
office, will, at the conclusion 
of his business with John C. 
Dornin, manager of the 
Pacific Coast Department of 
the companies, visit with his 
son, Grant Bulkley, resident 
secretary, before returning 
to his headquarters in the 
East. 

* BS * 

East Bay Association of 
Insurance Women, of Oak- 
land, Cal., held their regular 
monthly meeting March 14, 
at the Athens Athletic Club. 
Charles F. Ruggles of the 
Indemnity Insurance Com- 
pany of North America, ad- 
dressed the assembled group 
on the “Theory and Funda- 
mentals of Liability Insur- 
ance.” 








Home Presents Service 
Medals 


Ellery Sherman of Wad- 
hams, N. Y., has been pre- 
sented with a silver medal 
for his twenty-five years of 
continuous service with the 
Home Insurance Company. 
Mr. Sherman has never rep- 
resented any other company. 
Theodore V. Van Heusen, 
of the insurance firm of A. 
F. Van Heusen & Son of 
Amsterdam, N. Y., has also 
been presented with a silver 
medal following twenty-five 
years of service with the 
Home. 





Twenty-five Years with the 
Agricultural 


A week ago today A. C. 
Wallace, secretary of the 
Agricultural Insurance Com- 
pany, of Watertown, N. Y., 
completed his twenty-fifth 








“Insurance” at a _ luncheon 


year with the company. 


Fire Insurance 




















What of the Future? 


é HAT are the prospects for the future?” This is a 
question which many business men are now asking 
themselves. 


Insurance men seek the answer in the light shed by their 
usual guide, experience. Their business grew during the 
so-called prosperous years, although many assureds carried 
only indispensable protection. Seldom would the latter 
take the time to consider their insurance needs as a whole 
and carry adequate insurance. 





Changed conditions, however, have brought a new atti- 
| tude. Money does not come so easily, and it is guarded and 

spent more wisely. There has been a return to moderation. 
With it has come greater appreciation of insurance as the 
safeguard of property (which is valued in terms of money). 


| Hence buyers of insurance will be less inclined to gamble 
| : ° ° ° 

| with fate and readier to entrust their many risks of loss from 
| fire and other destructive forces to its protection. 


Insurance men, then, may look for an increased volume 
as conditions improve and American wealth and resources 
make greater progress. 


Well planned and well directed sales effort will still be 
necessary, even though the value of insurance protection is 
better appraised. But it will be more productive than ever 
before in the history of our business. 






































CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 
92 William Street New York, N. Y. 
AMERICAN EQUITABLE ASSURANCE ImporTERS & Exporters INSURANCE MERCHANTS & MANUFACTURERS FIRE 
CoMPANY OF NEw YorK Company or New York INSURANCE Co. 
Capital, $1,000,000.00 Capital, $1,000,000.00 Newark, N. J. Chartered 1849 
f Capital, $1,000,000.00 
Guose & ReEpuBLIc INSURANCE 
CoMPANY OF AMERICA KNICKERBOCKER INSURANCE COMPANY New York Fire INSURANCE CoMPANY 
Philadelphia, Pa. Established 1862 or New York Incorporated 1832 
Capital, $1,000,000.00 Capital, $1,000,000.00 Capital, $1,000,000.00 
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U. S. Branch of Urbaine Fire 
Ins. Co. of Paris 


A most satisfactory year 
is shown by the annual finan- 
cial statement of the United 
States Branch of the Urbaine 
Fire Insurance Company of 
Paris, France, as of Dec. 31, 
1931, which marked the sec- 
ond year of the company 
under the management of 
Fester, Fothergill & Hart- 
ung, of New York. 

The Urbaine Fire was 
founded in France nearly a 
century ago. It began reg- 
ularly to write fire insurance 
in the United States in 1913. 
On Jan. 1, 1930, the United 
States branch became exclu- 
sively a fire reinsurance 
carrier. 

A fact that will strike any- 
one who studies the annual 
statement is the wide dis- 
tribution of the assets of the 
company which total $4,796,- 
408. In detail they are as 
follows: United States Gov- 
ernment bonds, $600,000; 
State and municipal bonds, 
$218,050; railroad bonds, 
$2,289,300; public utility 
bonds, $940,140; miscella- 
neous bonds, $372,210; rail- 
road stocks, $83,500; miscel- 
laneous stocks, $129,000; due 
by ceding companies, $61,- 
647; accrued interest, $59,- 
109; cash in bank, $43,451. 
It might be noted that the 
stocks in the company’s port- 
folio, amounting in all to 
$212,500 consist of railroad 
preferred stocks and indus- 
trial common stocks. 

The fullness of the re- 
serves maintained, other than 
those for unearned premiums 
and losses, is also indicative 
of the splendid position of 
the Urbaine. The reserve 
for unearned premiums is 
$2,456,907, established on a 
pro rata basis; the reserve 
for outstanding losses is 
$424,051, for expenses $53,- 
847; taxes, $186,959. There 
was set up a voluntary re- 
serve for the difference be- 
tween the Commissioners’ 
and actual market value of 
securities of $986,330. The 
surplus to policyholders is 
$688,314. This surplus, on 
the Commissioners’ valuation 
of assets, is $1,674,644. 

The total income for the 
year was $2,448,967. The 
ratio of losses incurred to 
Premiums earned was 50.89 
per cent. Its annual state- 
ment well proves the value 
of such management. 

It is also worthy of note 
that a company doing a re- 
Imsurance business should at 
all times be in such a finan- 
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F. M. Chandler 
Heads Federation 





Has Been President of the 
New York and Indiana 


Organizations 


CuHIcAaGo, March 23.—Offi- 
cers for the ensuing year 
were elected by the Insurance 
Federation of [Illinois on 
Tuesday at the annual meet- 
ing. Frank M. Chandler, co- 
manager in Chicago of Jones 
& Whitlock, was elected pres- 
ident, this action giving him 
the distinction of having 
headed three different State 
insurance federations. He 
succeeds Harold M. O’Brien, 
vice-president of the Lincoln 
Fire, of New York, who was 
elected a_i vice-president. 
Other vice-presidents elected 
include Charles H. Burras, 
of Joyce & Company; Isaac 
Miller Hamilton, president, 
Federal Life; William E. 
Hodnett, of Lincoln; Louis J. 
Kempf, Travelers Insurance; 
John C. Lanphier, of Spring- 
field, and Frank P. Lavin, 
president of the Insurance 
Brokers Association of II- 
linois. 

Edgar M. Ackerman was 
re-elected secretary-treas- 
urer. In addition a repre- 
sentative board of directors 
was named. 





Annual Field Meeting 


The Western depart- 
ment of the American In- 
surance Co. of Newark 
and its affiliated fire com- 
panies will hold its annual 
Field Meeting at the Rock- 
ford, Illinois office, March 
29 to 31, inclusive. Presi- 
dent Bailey and Vice-Pres- 
ident Sommers, of the 
American, and President 
Jackson, of the Bankers 
Indemnity, will attend and 
address the men. Produc- 
tion will be the general 
theme of the meeting, and 
the various angles have 
been assigned to compe- 
tent speakers by Manager 
Bird. There will be both 
morning and afternoon 
sessions on each of the 
three days. 











cial position as to assure the 
ceding companies the relief 
looked for when the neces- 





sity arises. 


National Fire Waste Council 
Meeting 


Present day value of fire 
prevention to the community, 
the farm and to industry, 
will form the keynote of the 
spring meeting of the Na- 
tional Fire Waste Council, 
which will be held at the 
headquarters of the Chamber 
of Commerce of the United 
States in Washington, D. C., 
April 1. I. D. Goss, presi- 
dent of the Farm Insurance 
Association, will speak on 
the rural aspects of the prob- 
lem and George W. Elliott, 
general secretary of the Phil- 
adelphia Chamber of Com- 
merce, will deliver an address 
on developments in commu- 
nity-wide fire prevention pro- 
grams. Both are well known 
nationally in their respective 
fields. An additional feature 
o* the meeting will be the an- 
nouncement of awards in the 
Inter-Chamber Fire Waste 
Contest. 





National Association Mid- 
Year Meeting 
(Continued from page 27) 


business through reciprocity 
and in the local members be- 
ing in the State legislatures 
were stressed. 

At the get-together din- 
ner, which was held at the 
Mid-Day club, C. O. Ransom, 
chairman of the entertain- 
ment committee presided. He 
introduced William B. Cal- 
houn, president of the Na- 
tional Association, Charles L. 
Gandy, chairman of the ex- 
ecutive committee, and Wal- 
ter H. Bennett, secretary- 
counsel. Each member of 
the executive committee and 
all the past presidents who 
were present were presented. 
Walter J. James, general 
chairman of the committee of 
the Insurance Board of 
Cleveland, which arranged 
for the meeting, was called 
upon and introduced each 
sub-committee chairman. 
Judge Charles T. Warner, in- 
surance commissioner of 
Ohio, and William Granger, 
fire department chief of 
Cleveland, were called upon 
for brief remarks. The bal- 
ance of the evening was 
given over to an entertain- 
ment feature provided by a 
clever monologist, introduced 
as Jules Brasseau. He kept 
the visitors in continuous 
paroxysms of laughter for 
an hour or more. The busi- 
ness session of the mid-year 
meeting will begin Wednes- 
day morning running 





through Thursday afternoon. 





31 


1. U. B. Operations Before 
National Association 


(Concluded from page 27) 


the secrecy which surrounds 
the making of preferential 
rates which are open only to 
the broker-of-records and the 
writing company. 

He added that two other 
important points which are 
subject to adverse criticism 
on the part of agents were 
discussed: the I.U.B.’s rate of 
commission to agents and its 
failure to provide any means 
of assurance that the agent 
will receive his over-riding 
commission on business lo- 
cated in his territory which 
his company writes. 

The report stated that the 
Association suggested that 
the I.U.B. business be pooled 
and operated as is the busi- 
ness of the Factory Associ- 
ations and that all I.U.B. 
policies be issued and ac- 
counted for at I.U.B. head- 


| quarters and not by its com- 


pany members independently. 
The report states that no en- 
couragement was given that 
the system now employed will 
be changed. 

The report says that W. 
Ross McCain, chairman of 
the I.U.B. committee, in- 
formed the Association com- 
mittee that the I.U.B. uses 
as a guide the rates pub- 
lished by regular rating au- 
thorities, but that as the 
form of coverage with pe- 
riodical report of values as- 
sures the I.U.B. of 100 per 
cent insurance to value, a 10 
per cent credit is allowed for 
this feature, and that the 
final result is a rate which is 
used as an average rate for 
the entire schedule. The re- 
port also said that at the 
New York conference it was 
stated that the I.U.B. has un- 
der consideration a proposal 
to create a minimum pre- 
mium requirement. 

Discussing commissions, 
the report stated that it was 
the firm opinion of the As- 
sociation committee that the 
top commission allowance of 
15 per cent is inadequate and 
by no means commensurate 
with the service performed. 
It also said that it was not 
the expectation of the com- 
mittee that the first confer- 
ence with the I.U.B. would 
bring about immediate relief 
from the conditions about 
which the agents complained, 
but that it felt it had served 
its purpose in bringing forth 
a free discussion of condi- 
tions and paved the way for 





future conferences. 


Fire Insurance 
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It’s the A. B. C.’s of the insurance business that are count- 
ing in 1932—-more than ever before. Everything rests on 
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A. Adequate Ability to meet every obligation fairly and on time— 
the Hartford has never assumed an obligation beyond its ability to pay. 


FIRE 


B. Bigger Business through the Comprehensive Coverage of 
Hartford policies, which make possible and profitable the sale of 
Individualized Insurance. 


PE RA IBE: 
‘SLSIUNOL 


Cc * Company Cooperation with the Agent on individual problems 
of promotion and sales strategy. 


HOLIVEL: 


Every agent of the Hartford will find 1932 an even better 
year in which to profit by the support of the Hartford. 
More than ever representation of the Hartford is an asset. 


| WHOLSONIM 
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CUSTOMERS’ GOODS POLICY 


BUSINESS 
INTERRUPTION BRIDGE AVIATION AUTOMOBILE ART EXHIBITOR’S 
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Cancellation Clause 


Strongly Urged 





CLEVELAND, March 23.— 
James L. Case, of Norwich, 
Conn., chairman of the spe- 
dal committee appointed by 
President Goodwin at the an- 
nual convention of the Na- 
tional Association of Insur- 
ance Agents at Los Angeles 
last September to study the 
automatic cancellation of 
fre, casualty and _ surety 
policies for non-payment of 
premium, presented a report 
at the mid-year meeting of 
the National Association now 
in session in Cleveland. 

The report asserts that the 
deplorable condition of the 
collection systems of the 
country make it imperative 
that something be done to 
correct them if the fire, cas- 
ualty and surety business in 
the United States is to 
prosper. 

The report urged that the 
following clause be made a 
part of fire and casualty and 
surety contracts, either by 
addition hereto, or by in- 
dorsement : 

The premium herein must 
be paid in cash to the agent 
issuing this policy, or to an 
authorized representative of 
the company, on or before 
the fifteenth day of the 
month succeeding the month 
in which this policy is to be- 
cme effective. Unless so 
paid at that time, this pol- 
ty shall be null and void 
from such date. 


The report states that 
during the past three months 
letters received from agents 
and company officials in every 
section of the country have 
heartily favored the proposi- 
tion. 

The report recommends 
that a permanent committee 
f three local agents be ap- 
Pointed for the purpose of 
euring active consideration 
of the proposal. In con- 
dusion the report says that 
its members believe that the 
subject is one of vital im- 
portance to the future of the 
fre, casualty, and surety 
business, and that the pro- 
Posal, if adopted, would 
benefit the entire American 
agency force, and the com- 
panies as well; that it would 
Dlace fire, casualty, and 
wrety premium collections 
* a comparative basis with 

e insurance, and hoped 
that some definite action may 
be taken at an early date. 
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New, Jersey News and Comment 








New Jersey, with one of 
the most thickly populated 
metropolitan areas in the 
world, has almost 2,000,000 
acres of wild land. 

Such is the information 
furnished by C. P. Wilber, 
chief of the division of for- 
ests and parks of the State 
Conservation Department. 
He explains that farms are 
being abandoned in increas- 
ing numbers and the primor- 
dial plant life that had been 
driven back by the plow and 
axe is again taking posses- 
sion of its own. 

Now forsaken by man, na- 





on the lands to cover up with 
ferns and brush the scars of 
man’s toil. But, in so doing, 
nature creates a new men- 
ace—fuel for forest fires 
which every year sweep over 
thousands of acres, destroy 
growths of timber planted in 
the reforestration program 


| and causing thousands of dol- 


lars’ damage. 
* * ~ 
As an aftermath of the de- 
plorable conditions which 
have prevailed for some 
time, hundreds of residents 


|in Lodi Township are facing 


accute disaster. There is 


ture is making new inroads | fear that many owners will 
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lose the only investment a 
life of labor and sacrifice has 
let them make—their homes 
—and a considerable number 
may be ejected for non-pay- 
ment of long overdue rents. 
It is not an appeal for 
funds that almost 700 men 
and women in Lodi are mak- 
ing. It is a ery for work, 
any kind and at any wages. 


ae a 


Dr. Samuel R. Lustberg, 
physician of Passaic, sen- 
tenced to three years in State 
prison for his part in the 
Passaic County automobile 
insurance fraud ring, has 
been granted a writ of error 
by the Supreme Court. Hear- 
ing ‘on the writ is scheduled 
for some time in the April 
term of the court. 
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June 30, 
December 


Surplus to Policyholders 
(Market Values as of December 31, 1931) 
Surplus to Policyholders 


THE LIVERPOOL & LONDON & GLOBE 
INSURANCE COMPANY LTD. 


UNITED STATES BRANCH 


Financial Statement 
December 31, 1931 


ASSETS 


PDS ni dee ded De es 6 dee 
Government, State, Municipal and County Bonds.............cccceeeeeenes 
es es. ee SOND oii oi 0d R56 04d 00005-56060 05 kae doe 12,160,898.00 
I oa 0 5 oda ia cdi ig wet eine bane wae ieee 
ee ik tnt 6 v0c0k00ib0esO00N caw te beeKE bE Kees beens ee 
Total Assets in the United States for the Special Protection of American 


*NOTE: This Reserve represents the difference between 
the values of securities as defined by the National Con- 
vention of Insurance Commissioners on the average as of 


1931, and the Actual 


31, 1931. 


(Insurance Commissioners’ Convention Values) 


EXECUTIVE OFFICES 


Market Values as of 


see eeeeees $4,026,661.57 


ee) 


eeeeces - + -87,321,259.57 











For the purpose of meeting its ‘“‘Liabilities’’ the “L & L & G” has the following 


$ 707,576.00 
357,246.48 
3,491,071.00 


1,696,604.73 
2,042,497.25 


Policyholders 
LIABILITIES 
RESERVE—for unearned premiums, representing the premiums for the 
unexpired term of policies in force on December 31, 1931.............. $11,035,294.03 
RESERVE—for losses: Substantially all current losses not yet due and in 
ee ee rr EE Oe POO Te 1,442,209.06 
RESERVE—for Federal, State and other taxes in respect of 1931 business. 360,279.86 
RESERVE —for all other items of incurred liability..................000.- 296,850.94 
*RESERVE—for depreciation in securities. ..........ccccecccccceccscccces 3,294,598.00 
es I ih coe Wk cninnk 0 Ueda eevee ane ee khesye beidenk ae thbedieeenes 916,429,231.89 
The differencee between the Assets and Liabilities leaves a NET SUR- 
a RRR Rr ere irr rere Sr re rite eras iat 4,026,661.57 
$20,455,893.46 








NEW YORK | 
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GENERAL 
REINSURANCE CORPORATION 


E. H. BOLES, President 
W. W. GREENE, Vice-Pres. and Secy. 
E. A. EVANS, Vice President 


90 John Street 200 Bash Street 
NEW YORK, N.Y. SAN FRANCISCO, CALIF. 





FINANCIAL STATEMENT 
December 31, 1931 


ASSETS 


Investments (Convention Values): 
U. S. Government Bonds $ 893,841.00 
State, County and Municipal Bonds 733,875.00 
Railroad Bonds and Stocks. .... +... ..cccecccccceccess+ 2,289,410.00 
Public Utility Bonds and Stocks 3,626,515.00 
Miscellaneous Bonds and Stocks 1,923,644.00 
Guaranteed Mortgages. ........cccccccscccces 773,850.00 
$10,241,135.00 
Cash.... c0sesenscescnescecsesss Ge 


Premiums in Course of Collection. ..... 511,295.46 
Interest Due and Accrued 81,164.05 
Other Admitted Assets 393,419.26 

$11,822,500.80 


LIABILITIES 


Reserves for Claims and Claim Expenses: 
Liability and Compensation 
Other Rinds Be NOs o.0.0:0656eenencnswesensennesess 


$3,143,610.74 

2,915,504.21 

$6,059, 114.95 

Unearned Premium Reserve... ...............-.cceccccsecsess. 2,006,075.71 

Reserve for Commissions, Taxes and other Liabilities 342.570.88 
SS |” aes 
1,614,739.26 

AD BOP BEE SHE. 6 6. 0s ob 6cdcaceccesesoeces 2,614,739.26 


TOTAL LIABILITIES $11,822,500.80 





CASUALTY, FIDELITY and SURETY 
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Bennett, Whitney Speak in Cleveland 


Bureau Executive Says 
Auto Rates Are Not for 
Arbitration 





CLEVELAND, OHIO, March 
23—Automobile rates are 
made by the. facts and fig- 
ures of experience not by 
arbitration, Albert W. Whit- 
ney, associate general man- | 
ager of the National Bureau 
of Casualty and Surety Un- | 
derwriters, told the mid-year | 
session of the National As- | 
sociation of Insurance| 
Agents here today. | 

“There is a right and a 
wrong way to bring rates 
down,” Mr. Whitney stated. | 
“The wrong way is to at- 
tempt to bring pressure upon 
the rate making organiza- 
tion, the Bureau, arbitarily 
to reduce the rates. If rates 
were made arbitrarily there 
might be some justification 
for this, but rates are not | 
made arbitrarily; 








they are} 
the reflection of loss cost and | 
claim cost actually experi- | 
enced. | 

“We cannot act contrary 
to what facts indicate is 
necessary without subjecting 
the companies to almost cer- 
tain disaster. In any plans 
for getting the companies, 
the agents and the public to- 
gether on this problem the 
basis must be a belief in the 
ability and integrity of the 
Bureau as a rate making 
organization.”’ 

Advising the agents that 
cooperation with their com- 
panies was imperative in the 
present situation, Mr. Whit- 
hey went on to urge that the 
real faults of the matter be 
rectified. These, he said, 
were to be found in mount- 
ing accident figures about 
which, despite the appalling 
loss, the public was apathetic. 

Mr. Whitney described the 
excellent conservation facili- 
tes of the Bureau, and an- 
nounced that a new safety 
campaign which would be the 
most far-reaching in the his- 

(Concluded on page 39) 
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Home Indemnity Drops 
Surety, Compensation 


The Home Indemnity 
Company has temporarily 
discontinued writing work- 
men’s compensation and 
surety lines, President 
Wilfred Kurth of the 
Home Fleet announces. 

Unfavorable experience 
in both lines is given as 
the reason for curtail- 
ment. President Kurth 
further states: 

“The company has de- 
cided to accept other lines 
of business only from 
those agents who issue 
joint automobile policies, 
all of whom are represen- 
tatives of one of our fire 
companies.” 











Van Schaick to Address 
Baltimore Club 


BALTIMORE, March 19.— 
George S. Van Schaick of 


New York, superintendent of | 


insurance, will address the 
April meeting of the Cas- 
ualty and Surety Club of 
Baltimore. 


| Ass’n Secretary States 
| Commission Situation 


From Agency Stand 


| CLEVELAND, OHIO, March 
21.—Reviewing developments 
|in the commission situation 
| during the past six months, 
| Walter H. Bennett presented 
|a memorandum on the sub- 
| ject for the executive com- 
mittee records of the Na- 
| tional Association of Insur- 
| ance Agents here today. 
| His paper which largely 
| argued the difference between 
| agents’ commissions and pro- 
| duction costs also presented 
five commandments to which 
| he urges agents to subscribe. 
| They follow: 
| 1. Agents can never sub- 
| scribe to a reduction in com- 
| missions because of under- 
| writing or investment losses. 
| The first should be properly 
cared for in the rate, the sec- 
| ond belongs to “the fortunes 
| of war.” 
| 2. Absolute equalization of 
| total production cost of 
| branch offices and general 
agencies, on a unit basis. 
(Continued on page 39) 





INDEPENDENCE GRANTS 
J. H. SHALE LEAVE 


PHILADELPHIA, March 22. 
—Indefinite leave of absence 
has been granted to J. Hor- 
ace Shale, president of the 
Independence Indemnity Com- 
pany, THE SPECTATOR learned 
today. 

Reports have been current 
here and in New York re- 
cently that a shake-up in the 
company’s Official staff had 
taken place, but officers de- 
clined to comment. They said 
that some changes had been 
decided upon, but refused to 
make an official announce- 
ment. 

The reports current men- 
tion the names of W. A. Os- 
good, vice-president; R. K. 
Smith, treasurer; and F. A. 


Tallman, vice-president and 
associate manager of the 
New York office of the com- 
pany, as about to resign. 
These men could not be 
reached at press time. 


dent of the Independence In- 
demnity since 'ast fall when 
the Commonwealth Casualty 
was merged with the Inde- 
pendence. He was general 
manager of the latter com- 
pany when it was purchased 
by Carl Hansen. He has had 
a long experience in the cas- 
ualty field, and at one time 
was vice-president and gen- 
eral manager of the Com- 
mercial Casualty of Newark, 
one of the Loyalty Group. 





SCELLANEOUS 
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Urge Peters for 


Nat’! Chamber 


Campaign of Mutual Man 
Is Directed by James S. 
Kemper 








James S. Kemper, presi- 
dent of the Lumbermen’s Mu- 
tual Casualty Company and 


| formerly director for insur- 


ance of the National Cham- 
ber of Commerce, is urgently 
supporting the candidacy of 
Justin Peters for the post of 
Insurance Director of the 
National Chamber. A _na- 
tional committee, with Mr. 
Kemper acting as chairman, 
has been formed to carry on 
the campaign. 


Mr. Peters, a native Phila- 
delphian, is well known 
throughout the country be- 
cause of his varied activities. 
A lawyer by training, he is 
the executive head of the 
Pennsylvania Lumbermen’s 
Mutual Fire Insurance Com- 
pany, active head of the 
Justin Peters Agency in Phil- 
adelphia and a director in a 
number of other insurance 
companies and organizations. 


Mr. Kemper points out 
that from the time the insur- 
ance department of the 


chamber was established in 
1920 until 1930 one of the 
insurance directors has been 
identified with stock com- 
panies and one with mutual 
companies. At the present 
time the insurance directors 
are Charles W. Gold, presi- 
dent of the Jefferson Stand- 
ard Life of Greensboro, 


Mr. Shale has been presi- 'N. C., whose term expires 


this year, and George D. 
Markham of St. Louis, Mo., 
who was elected last year 


| and who will serve until 1933. 


Mr. Kemper emphasized the 
fact that the chamber is sup- 
posed to represent all aspects 
of business and to give every 
important element a voice in 
its councils. He therefore 
believes that it is best for 
the interest of all concerned 
that mutual insurance be 
represented on the board. 


Casualty, Surety, Etc. 
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The Ther Tat 
ley Fat Merwe bam 
HE gaffers may sit back and talk 
about the depressions of ’93, ’07 
and ’21, and confidently predict that 
we are passing through a “phase” in 
the business cycle. American busi- 
ness, they rightly say, is fundamen- 
tally sound. All trade and barter is; 
but like most of the catch words of the 
phrase coiners that doctrine really 
means or says nothing. It is a vague 
pretense to a philosophy designed to 
curb the advantages which the depres- 
sion has thrown into the laps of the 
opportunists. No problem in such a 
_ complex technological era as ours lends 
itself to such simple description. 


» & @ 


ATCHPHRASE economics, poli- 
& tics, religion and education are 
held up to shame in Glenn Frank’s 
new book, “Thunder and Dawn,” which 
MacMillan published this week. Dr. 
Frank is president of the University 
of Wisconsin, former editor of the 
Century magazine, and a man whose 
intellectual stature has been interna- 
tionally recognized. He has _ been 
thinking about his new book for twelve 
years, so its ambitious premise “what 
is happening to us biologically, psycho- 
logically, economically, politically, 
spiritually” turns out to be as expert 
and capable a review of those ques- 
tions as you will find in a long day. 


* * * 


E points out that our passion for 

progress without planning has 
brought about our present economic 
impasse and hastened “America’s ap- 
pointment with destiny.” Unless the 
expert minds of the century are given 
every opportunity and advantage 
thoughtfully to plan America’s future, 
he believes, this destiny will not be as 
bright as our forefathers predicted. A 
new Renaissance, a new Restoration, 
and a new industrial revolution in 
which man will enslave the machine is 
in the offing for western man. Let Dr. 
Frank tell you what it means. 

“If America does not realize this 
finer and more fruitful future, and be- 
gin her realization of it with decent 
promptness, it will be either because 
at the top we suffer a breakdown of 
political and industrial leadership or 
because at the bottom the people, in 
some moment of leaderless confusion, 
fanatically follow some false prophet 
from either the ultra reactionary or 
the ultra radical camp. It will not be 
because the cards of destiny are stacked 
against us. They are not. Every 
card in the deck is in our hands. It 


PEOPLE 








AND 


“IN CASUALTY INSURANCE 


Ciaude A. Bonner, 
vice-president of the Casualty Insur- 
ance Association of San Francisco, 
was recently the recipient of nation- 
wide publicity during one of the radio 
broadcasts conducted by the Literary 
Digest. Mr. Bonner, who is manager 
of the Western office of the tna 
Life & Affiliated Companies, is now 
in the East on a business trip during 
which he will cover over 10,000 miles. 

On the night Mr. Bonner reached 
Hartford, Lowell Thomas, the Liter- 
ary Digest’s “voice of the air,” broad- 
cast a detailed account of Mr. Bon- 
ner’s visit, with particular reference 
to his attainments as a letter writer, 
and to the many friendships he has 
formed in California and in other 
parts of the country. The broadcast 
was carried by all stations on the 





N B C blue network—the biggest 
hook-up ever given to an insurance 
man, with the exception of Former 
President Coolidge. 


so 2 «@ 


Avthur C. Squires, 


assistant comptroller of The Trav- 
elers Insurance Company, completed 
25 years of service with the company 
on Saturday. 

During the day he received in his 
office at 100 East 42d Street, many 
congratulatory visits from his col- 
leagues, including the cashiers of the 
eight branch offices in the Metropoli- 
tan area. Besides numerous floral 
tributes, he was presented with a 
wrist watch, the gift of associates in 
New York City and of members of 
the comptroller’s and audit depart- 
ments of The Travelers home office 
in Hartford. 

Previous to entering the employ of 
The Travelers in 1907, Mr. Squires 





is a matter of playing them expertly.” 


Casualty, Surety, Etc. 


was connected with the Fidelity and 


Casualty Company in New York. 
His first position in The Travelers 
organization was payroll auditor at 
the company’s old Madison Square 
branch. In 1908 he was promoted to 
the position of branch auditor, and 
in 1916 became assistant comptroller. 
In his present capacity, Mr. Squires 
has general supervision of the affairs 
of the comptroller’s department in 
Greater New York, including Brook- 
lyn and Newark, with headquarters 
at 42d Street. 
* * x 


Vie Health and Accident 


Underwriters Conference, which will 
be held in the Edgewater Beach Hotel 
in Chicago, June 7, 8, 9 has chosen 
the subjects for its sprightly round- 
table discussions. As usual, the topics 
are up to the minute in importance 
and a lively session is predicted. The 
underwriters will talk over monthly 
premium industrial business, stressing 
the present difficulties of its develop- 
ment; lapsation, with a view toward 
exchanging ideas and theories on how 
to cut down the present high lapse 
ratio. Another question before the 
round table is “what has accident 
and health insurance to offer life 
policyholders in place of disability 
benefits?” The fourth topic of dis- 
cussion “the agreements adopted by 
quarterly premium commercial com- 
panies concerning uniform phrase- 
ology and standard underwriting 
practises.” 

Although members will be assigned 
to discuss each of the topics, the prin- 
ciple of the round-table discussion, 
Secretary-Treasurer Harold R. Gor- 
don explains, is to give everyone 2 
chance to take part and it is suggested 
that the members come to the meeting 
prepared to contribute ideas and im- 
formation to the discussion. 
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Lawyer Hits Cullman 
Committee Findings | 





Former N. Y. Assistant District Attorney, Minority 
Member, Says Recommendations Do Not Show | 
Mature Deliberation in Report to Gov. Roosevelt 





The majority report of Howard S. Cullman as 
chairman of the Committee to Review Medical and 
Hospital Problems in connection with Workmen’s | 


Compensation Insurance made public by Governor 
Roosevelt on Feb. 23 was declared to present con- 


clusions unsupported by adequate investigation and 
recommendations that will not bear the test of 


analysis. 

This declaration was made 
by Howard S. Gans, a for- 
mer assistant district attor- 
ney, a member of the com- 
mittee in a minority report. 

In his dissent Mr. Gans 
after a general statement 
that in his opinion the Cull- 
man conclusions were not 
based on adequate investiga- 
tion and that his recommend- 
ations will not stand anal- 
ysis, criticizes specific sec- 
tions of the majority report. 


In the Cullman _ report 
“Lifting” is defined as: 
“When an individual han- 


dicapped at work is impelled 
to change from one medical 
attendant, whether a private 
physician, clinic, or hospital, 
to another medical attendant 

. . induced to this action 
by an agent of an insurance 
carrier by means of threat, 
suggestion or offer of a pe- 
cuniary nature the case is 
considered to have been 


lifted.” 
Mr. Gans contends that 
mature deliberation would 


have induced the formulation 
of a definition capable of 
being transferred to a penal 
statute and the presentation 
of a constitutional method of 
enforcing a penalty. 

Referring to Mr. Cullman’s 
proposal to abolish insurance 
clinics, Mr. Gans says: 

“In the same categories I 
place the paragraphs _re- 
lating to the maintenance of 
clinics by the insurance car- 
Tiers and the creation of a 
Series of State clinics. The 
evidence, so far as it goes, 
would seem to establish that, 
whatever their defects, the 
clinies operated by the insur- 
ance carriers are on the 
Whole better conducted than 
those undertaken by private 
commercial agencies many of 
Which are said to have been 
operated with almost in- 
credible inefficiency. 
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Kentucky Banks May Post) 
State Bonds as Surety 


LOUISVILLE, Ky., March 22. | 
—A State law has been en- 
acted under which State 
banks may now deposit State 
warrants, State bridge bonds, | 
or Federal bonds as guar- | 
antee to the State of Ken- 
tucky, for State funds de- 
posited with State banks, 
thus escaping difficulties in- 
volved in securing surety 
bonds. An act was passed 
early in the session, but was 
thrown out, when it was 
found that instead of Gov- 
ernment Bonds, it read other 
securities, which would have 
permitted depositing most 
anything as security. 











“The situation, as it seems 
to me, requires such an in- 
vestigation as would enable 
the committee to present a 
well rounded plan for the 
elimination of the sources of 
medical treatment and care 
that render inadequate ser- 
vice or that, for other rea- 
sons, are objectionable, and 
the provision of adequate 
substitutes. And I think it 
unfortunate that any recom- 
mendation on the subject 
should be offered until such 
an investigation has been 
made and such a plan de- 
vised. 

“Furthermore, it seems to 
me undesirable to present in 
a report of this character a 
conclusion so vague and so 
difficult to translate into 
terms of enforcement as the 
expression of opinion that 
the maintenance of such 
clinics is unessential to the 
satisfactory operation of in- 
surance carriers “except in 
localities where adequate 
medical facilities do not al- 








Beware of This New 
Swindle 


A communication from 
George W. Kalkman, man- 
ager of the Birmingham 
office of the Maryland 
Casualty Company, states 
that a man who goes by 
the name of Harry (or 
Jacob W.) Talbot, of Bos- 
ton, has been circulating 
in various cities, claiming 
to be the representative 
of the Associated Lawyers 
Directory which, he 
claims, is a subsidiary of 
the Maryland Casualty 
Company and that it is 
insured by this company. 

F. R. Proctor, vice- 
president of the insurance 
company, states that this 
Talbot is not in any way 
connected with the com- 
pany and that the Mary- 
land Casualty Company 
has no connection with the 
Associated Lawyers Di- 
rectory. The company 
does issue the “Maryland 
Casualty Company Law- 
yers Directory,” but Tal- 
bot is in no way connected 
with the company. 











Companies Face Three Mil- 
lion Dollar Suit in Detroit 
Detroit, MicH., March 21. 


—The Detroit Fidelity & 
Surety, the Fidelity & De- 
posit, and the Fidelity & 


Casualty are confronted with 
suits totaling $3,625,000 as a 
result of their writing of 
bonds for the ill-fated Amer- 
ican State Bank which en- 
countered difficulties a year 
ago and was finally taken 
over by the Wayne County 
People’s Savings. 

The suits are now being 
brought by the First Wayne 
National, a merger of banks 
including the Wayne County 
People’s. Losses of more than 
$11,000,000 were sustained 
by the absorbing bank, it is 
claimed, and the surety com- 
panies are held to be respon- 
sible the extent of the 
amounts set up in the suits. 








ready exist,” since such a 
pronouncement simply gives 
rise to the questions as to 
what are adequate medical 
facilities and what are the 
boundaries of “the locality” 
which circumscribe the insur- 
ance carriers’ clinics and the 
other medical facilities, and 
by what authority those two 
questions are to be decided. 
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Livingston on 


Bail Bond Racket 


Will Push Strict Control of 
Cover to Weed Out 


Gangster Influence 


LANSING, MICH., March 22. 
—The Michigan department, 
through steps already taken 
or now pending, is wresting 
from Detroit racketeers the 
bulk of bail bond business 
which has previously been 
controlled by them, Commis- 
sioner Charles D. Livingston 
disclosed during the past 
week. 

A group of unlicensed 
agents, the commissioner re- 
vealed, had been dominating 
the situation to such an ex- 
tent that persons wishing 
bail bonds were virtually 
forced to procure them 
through the gangster agen- 
cies or go without. Pre- 
miums were being charged 
by these racketeers two or 
three times the actual charge 
made by the company sign- 
ing the bond, the differential 
being pocketed by the un- 
scrupulous agents. 

“After regulations were 
adopted checking the activ- 
ities of professional bonds- 
men,” the commissioner said, 
“the business drifted into 
the control of a small group 
of unlicensed agents. Fees 
for bonds are ordinarily 
about $50 per $1,000 but the 
gang in control was charging 
as high as $250 per $1,000, 
keeping the excess portion of 
the premium collected.” 

By means of a question- 
naire sent out to all of the 
companies licensed for this 
business in Michigan, it was 
determined by the depart- 
ment that only a small per- 
centage of these companies 
was actually handling all of 
the business. 

The letter further set 
forth that the department 
will insist in the future that 
“the companies intending to 
write bail bonds in Detroit 
be required to furnish the 
names of all agents who have 
authority to issue such 
bonds” and that “such agents 
will be required to come to 
this department and receive 
full instructions in regard to 
the writing of this business 
in the State of Michigan.” 

It was stated that the de- 
partment would place upon 
the companies full respon- 
sibility in the future for the 
character of their agents. 
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for MOTORISTS 


is JUST AS GOOD for many agents: 
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U.S. F. & G. WINS AWARD | 


IN SIGNIFICANT SUIT 


Court Allows Engineers 
Testimony in Suit for 
Overdue Premiums 





BALTIMORE, March 21.—A 
ease of particular interest 
from the insurance viewpoint 
was that of the United States 
Fidelity and Guaranty Com- 
pany against Carl W. Koch, 
Inc., to recover sums alleged 
to have been due for various 
premiums on workmen’s com- 
pensation and other insur- 
ance to cover liability of the 
defendant while it was en- 
gaged in building construc- 
tion. The case was heard in 
the city court this week. 

The jury before Chief 
Judge Samuel K. Dennis re- 
turned a verdict for $102,803 
in favor of the U. S. F. & G. 
This case is particularly in- 
teresting as one in which, in 
the absence of actual evi- 
dence of what payroll dis- 
bursements were,- the court 
allowed the opinion of engi- 
neers as evidence. A motion 
for a new trial was with- 
drawn by the defendant to- 
day and judgment extended. 

Testimony was to the effect 
that after the work in ques- 
tion was completed some 
time was given by U.S. F. & 
G. auditors in going over the 
audits of the payroll being 
made by Koch, Inc., and they 
became satisfied that entire 


payroll disbursements were 
not being disclosed. They 
had their engineers study 


the plans of various build- 
ings and make estimates as 
to what payroll estimates 
should be. 

The books of record turned 
over to the U. S. F. & G. 
auditors did not include the 
time books kept by the de- 
fendant’s timekeepers; type- 
written copies of payrolls 
were submitted to the audi- 
tors, but the system of book- 
keeping employed by the de- 
fendants failed to include 
any contrgl accounts that 
would have afforded verifica- 
tion of payroll disburse- 
ments, thus leaving to the 
plaintiffs estimates of its 
earnings based on experience 
in other similar operations. 
These estimates made by the 
engineers of the U. S. F. & 
G. were confirmed by former 
Baltimore City Engineer 
Henry S. Perring. 
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Bennett Speaks 
on Commissions 
(Continued from page 35) 








| 


Roosevelt Approves Changes | 
in Compensation Law 

ALBANY, March 23 (Spe- 
cial)—Amendments to the 
Workmen’s Compensation 
Law have just been approved 
by Governor Roosevelt as 
follows: 

Amending Section 50, to | 
allow the inclusion of volun- 
teer firemen in any mutual 
self-insurance plan, adopted 
by a county, for the benefit 
of its employees. (Chapter 
202) | 

Amending section 15, to | 
provide for additional com- 
pensation for workers, in- 
curring a permanent total 
disability, through loss of 
another member or organ, 
after a permanent partial 
disability. (Chapter 203) 

Amending section 57, in 
relation to proof to be sub- 
mitted to the State Industrial | 
Commissioner, that compen- 
sation has been secured, be- 
fore any permit is given in 
connection with a hazardous | 
employment. (Chapter 201) | 








| company 


| cost has 


3. Proper qualification and 
classification of those en- 
titled to receive total pro- 
duction cost. 

4. Reasonable economy in 
expenses and the 
elimination of waste there. 

5. Complete and uniform 
enforcement of adopted rules, 
and strict observance of 
each of the established items 
of total production cost, as 
a necessary stabilizing influ- 
ence in the casualty field. 

Mr. Bennett took the posi- 
tion that actual commissions 
have been reduced during 


|the years while production 


field supervision 
increased. Taking 
automobile insurance as an 
example, he declared that in 
1925 agents were receiving 


cost and 


21.7 per cent commission, 
but in 1930 it dropped to 20.8 
per cent. 


On the other side, he said, 
field supervision cost in 1925 
was 3.0 per cent and in 1930 
4.4 per cent. The increase in 
total acquisition cost from 
24.7 to 25.2 per cent over the 
period was due to the field 


(Concluded on page 41) 
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How to Promote the Safety Plan in Your City 
BY JOHN J. HALL 


1. Organize a safety or accident prevention week in 
your community featuring particularly educational 


school authorities to see if 
safety education is being taught. 
3. Furnish schools with the Safety Magazine or safety 


Education Division, National Safety Council, sup- 
ported by the National Bureau. 

4. Secure accident prevention posters from schools and 
from home offices of member companies. 
and exhibit these, from which the local schools may 


clubs to speak on safety. 


6. Cooperate with the schools and the American Legion 
in organizing safety patrols for the schools. 


. Study the school bus transportation system of your 
community and see that adequate safety standards 


8. Support local movements that have to do with im- 

such as 

inspection of motor vehicles, 
proved traffic regulations, etc. 

9. Arrange meetings of your local insurance group at 
which local or state school authorities, police officials 
and officials of the National Bureau may have an 


Secure other safety educational materials from the 
National Bureau for use in the schools in building 
up safety programs. Write the Bureau for informa- 
tion at One Park Avenue, New York City. 


These are published by the 


Assemble 


schools and into luncheon 


supervised 
im- 


playgrounds, 
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Depository Bond 
Company Proposed 





Sarran Interests Head Pro- 
motion of Old Ironsides 
Guaranty Company 





CHICAGO, March 21.—Tak- 
ing advantage of the wide- 
spread discussion now as to 
the safety of banks and the 
resultant demand for insur- 
ance of bank deposits for in- 
dividuals and firms, a com- 
pany to specialize in this 
form of insurance is being 
organized in Chicago. 

The proposed company, the 
charter for which is before 
the Secretary of State for ap- 
proval, will be known as the 
Old Ironsides Guaranty Com- 
pany, and is sponsored by 
Sarran & Company, of which 
A. .L. Sarran is the head. 
Mr. Sarran has been active 
in insurance company promo- 
tions for several years, his 
most recent venture being the 
Central States Motorists 
Insurance Company, formed 
for the Illinois Motor Club. 

It is proposed that the new 
company have capital of $1,- 
000,000 and surplus of $600,- 
000. Sarran & Company, if 
the charter is approved, in- 
tend to sell the $25 par value 
stock for $50 a share in order 
to provide the surplus and or- 
ganization expense. 

Its charter will permit it 
to write all casualty and 
surety lines, including acci- 
dent and health, but em- 
phasis will be placed on the 
insurance of bank deposits. 





Whitney Addresses Cleve- 
land Meeting 
(Concluded from page 35) 


tory of the Bureau was now 
under way. 

He urged the agents to co- 
operate with the plan, and to 
take advantage of the Bu- 
reau’s facilities and willing- 
ness to aid. 

“My strong conviction is,” 
he said, “that this is the 
psychological time for the 
companies and the agents to 
get together on a _ con- 
structive, cooperative pro- 
gram that will not only be of 
direct benefit to the business 
but will establish casualty in- 
surance in the minds of the 
public as an important in- 
strument of social welfare.” 

Following Mr. Whitney’s 
address, John J. Hall, who is 
chief of the Bureau’s street 
and highway safety depart- 
ment, made a brief speech. 
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Western and 
Southern Meets 


Four Hundred Delegates 
in Attendance at Meet- 
ing in Cincinnati 


The 43rd annual conven- 
tion of The Western and 
Southern Life Insurance 
Company opened its first 
business session Friday 
March 18, at the Hotel] Sin- 
ton-St. Nicholas, Cincinnati. 
Nearly 400 delegates from 
the various States were in 
attendance. Charles F. Wil- 
liams, president, gave a ré- 
sumé of the company’s finan- 
cial progress in 1931. 

Announcement was made 
that annually there will be 
four days of Western and 
Southern celebration. Found- 
er’s Day—in honor of the 
founder, W. J. Williams. Le- 
gion Day—in honor of the 
company’s honor legion. In- 
dustrial Day—to celebrate 
the day the first Industria’ 
policy was written. Ordinary 
Day—to recognize the day 
the first Ordinary policy was 
written. The other speakers 
at Friday’s session were: 
Hon. William H. Lueders, 
Judge of the Probate Court, 
whose address was in mem- 
ory of the 17 Western and 
Southern employees who died 
during 1931; Vice-president 
R. A. Ryan; Dr. Charles E. 
Iliff, medical director; Clark 
C. Stayman, treasurer; I. E. 
Sanford, secretary. Divi- 
sional meetings were sched- 
uled for the afternoon by the 
respective superintendents of 
agencies. 

The Saturday morning ses- 
sion was devoted to sales 
stimulation. The convention 
of agents, superintendents 
and managers went on record 
as a volunteer army of thou- 
sands of Western and South- 
ern men in various sections 
of the United States to loosen 
up tight money. Charles F. 
Williams, was delegated by 
the assembled representa- 
tives to send a message to 
this effect to President Hoo- 
ver. In opening up the sec- 
ond day’s convention, Presi- 
dent Williams announced 
that he was proud to have in 
his employ a field force that 
is recognized in the world of 
insurance as the greatest 
producers of Ordinary and 
Industrial business on the 
man per man basis. 

Other speakers at Satur- 


Miscellaneous Insurance 





Public Should Recognize Its 
Responsibility for Fire Loss 


W. E. Mallalieu, general 
manager of the National 
Board of Fire Underwriters, 
on commenting on the fire 
loss in this country during 
1931, estimated at more than 
$450,000,000, said that there 
has been a general increase 
in recent years extending to 
almost every cause. He 
stated that apparently Amer- 
icans do not appreciate what 
the fire loss means because 
everyone feels that  insur- 
ance covers the loss. 

He said that if the Ameri- 
can public could see what 
actually takes place when 
property burns it would re- 
alize that the material de- 
stroyed represents a definite 
portion of the country’s nat- 
ural wealth, permanently de- 
stroyed for all useful pur- 
poses. An industrial fire, he 
pointed out, involves a loss 
of time that is an economic 
waste and results in unem- 
ployment of short or long 
duration. The accompanying 
loss of wages lowers the buy- 
ing power of workers, there- 





by affecting other industries. 

The great loss in 1931, Mr. 
Mallalieu said, estimated at 
an average of $37,668,085 
each month, was severely felt 
in a year of depression and 
does not seem consistent with 
the programs of economy now 
fostered by almost every in- 
dustry and individual. He 
said: “As over 80 per cent 
of all fires are preventable, 
the waste that they bring 
about is umnecessary and 
should be reduced to a mini- 
mum. The public should rec- 
ognize that it is everyone’s 
responsibility to aid in re- 
ducing losses during the com- 
ing year, and thereby aid the 
unemployment situation, con- 
serve the nation’s wealth 
through lowered fire waste 
and help prevent deaths from 
fire. In other words, 1932 
may be made a year of real 
recovery, but that cannot be 
accomplished by passive ac- 
quiescence in the facts pre- 
sented. There must be an ac- 
tive interest and a genuine 
desire to reduce fire losses. 
Everyone must do his share.” 








Campbell Agency Meeting 


The Gordon H. Campbell 
Agency, Little Rock, Ark., 
of the Aetna Life Insurance 
Company, held its annual 
convention at the Hotel 
Grim, Texarkana, Ark., re- 
cently. Approximately 85 
representatives of the agency 
from Arkansas, Louisiana, 
Oklahoma and Missouri at- 
tended the rally. Representa- 
tives of the home office of the 
Aetna Life Insurance Com- 
pany, Hartford, Conn., ap- 
peared on the program as 
speakers. 








Production meeting 
were: Anselm J. Burkart, 
manager ordinary renewal 
department; Raymond C. 
Massa, assistant secretary; 
Joseph O’Meara, Jr., associ- 
ate counsel; William A. Doo- 
dy, counsel fire and casualty 
departments; Richard J. 
Learson, assistant actuary; 
Robert P. Edwards, manager 
ordinary issue department; 
Lauren Schram, assistant 
secretary; James L. Morgan, 
manager field personnel de- 
partment; Albert O. Payton, 
field secretary; and John F. 
Ruehlmann, vice-president. 


day’s 





Premium Income in Dallas 


DALLAS, Tex., March 21.— 
The premium income of the 
casualty, fire and_ surety 
business in Dallas general 
agents for the first two and 
one-half months of the pres- 
ent year is about the same 
as for the same period dur- 
ing the previous years, re- 
ports from the general agen- 
cies says. The general opin- 
ion prevails that the pre- 
mium income for the year 
will be below that of last 
year, especially in the surety 
and fire business, because of 
the depression. General 
agents report that a great 
many persons usually 
“bonded” are without jobs 
because of readjustments and 
that public works contracts 
are considerably below last 
year. They say property 
values have slumped since 
fire policies were written a 
year ago and that premiums 
will slump accordingly. Too, 
there are property owners 
who have been “carrying” 
fire insurance who will not 
do it this year because they 
have no money to buy such 
coverage. 





Continental’s All 
Risk Coverage 





Policy Protects Against 
Any Damage to Auto- 


mobile 





The Continental Insurance 
Company of New York, an- 
nounced that permission to 
issue a new all-risk auto- 
mobile insurance coverage 
has been granted in New 
York, Connecticut, Delaware, 
Massachusetts, Pennsylvania, 
and a number of other East- 
ern States, as well as in cer- 
tain Western States, includ- 
ing Illinois, Iowa, Minnesota, 
Ohio and Wisconsin. 

The new form of protec- 
tion, which is for private 
passenger cars only, follows 
somewhat the lines of insur- 
ance in this class available 
hitherto in England and in 
Continental countries but not 
in the United States. It 
makes it possible for the 
automobile owner to protect 
himself against any physical 
damage that may occur to his 
vehicle. Even such an 
unusual cause of injury as 
immersion in water due to 
falling from a pier or bridge, 
is included. Malicious de- 
facement and damage from 
battery acid are also in- 
cluded. 

While this revised form is 
essentially a fire insurance 
company product issued by 
the Continental and other 
fire underwriting companies 
in the “America Fore” 
group, it will be written also 
in conjunction with casualty 
and liability forms provided 
by the affiliated Fidelity and 
Casualty Company so as to 
supply every possible class 
of automobile insurance. 





Agency Incorporates 


BALTIMORE, March 23.—A 
new organization, the Motor 
Vehicle Underwriters of 
Maryland has been incorpo- 
rated under the State laws 
of Maryland to conduct a 
general insurance agency 
business. The incorporators 
are Irving Jacobs of New 
York City, Morris Dorfman 
and Bernard M. Savage, hoth 
of Baltimore, and the capital 
stock consists of 500 shares 
no par value. The agency 
will represent Lloyds Cas- 
ualty Company of New York 
City, writing automobile and 
taxicab insurance business. 


THE SPECTATOR 
March 24, 1932 








a oe ee ee ee oe Oe ee te CO 


lI 


rage 


\gainst 
Auto- 


urance 
k, an- 
ion to 
auto- 
verage 
New 
aware, 
vania, 
East- 
Nn cer- 
nclud- 
esota, 


rotec- 
rivate 
llows 
insur- 
ilable 
nd in 
it not 
It 
the 
‘otect 
ysical 
(0 his 
an 

y as 
ie to 
idge, 
de- 
from 
in- 


m is 
ance 
1 by 
ther 
nies 
ore” 
also 
alty 
ided 
and 
; to 
lass 


—A 
ytor 

of 
po- 
LWSs 


ney 
ors 
ew 
lan 
oth 
tal 
res 
cy 
aS- 
rk 

nd 


DR 
32 





What the Courts Said About Burglary Insurance 


(Concluded from page 11) 


ruled a multitude of times that an in- 
surance company may waive condi- 
tions in a policy although it contains 
stipulations to the contrary. The Su- 
perior Court of Pennsylvania in the 
case of Philadelphia Auto Finance Co., 
Inc., v. Agricultural Ins. Co. of Water- 
town, N. Y., 156 A. 625, decided this 
very question. The automobile theft 
policy in this case stated that no pro- 
visions of the policy could be waived. 
The policy also contained a provision 
that in the event of a loss the insured 
shall give forthwith notice in writing 
te the company and within 60 days 
after the loss give a statement signed 
and sworn to by assured stating cer- 
tain information. Admittedly the in- 
sured filed no sworn proof of loss, but 
contends that the defendant waived 
through its duly authorized agent this 
provision in the policy. The court gave 
a verdict in favor of the insured, and 
stated: 


“The utmost fair dealing should char- 
acterize the transactions between an in- 
surance company and an insured. If 
the insurer having knowledge of the 
loss by any act throws the insured off 
his guard as to the necessity of per- 
forming some duty enjoined by the 
policy, the insurer shall not be permit- 
ted to take advantage of the failure to 
act. It has been held many times that 
an insurance company may waive the 
filing of a technical proof of loss. 
Waiver may be inferred from any act 
evidencing a recognition of liability or 
from a denial of liability on other 
grounds than failure to file a proof of 
loss. The notice given by the insured 
was on a form furnished by the com- 
pany and gave knowledge to the com- 
pany of the loss. It gave specific in- 


formation as to the policy, the name of 
the car, its engine and manufacture 
numbers and asked that the insured be 
advised if further data was required. 
This was in substance all the informa- 
tion that could have been given by the 
insured under technical proofs of loss. 
In such circumstances it was the duty 
of the insurance company if it required 
further information or had objection 
to the proofs furnished to inform the 
insured.” 


Watchmen 


The provision in a theft insurance 
policy for a watchman on the premises 
while not opened for business has also 
come before the court. The New York 
Court of Appeals concerning this pro- 
vision construed the clause rather rig- 
idly. The facts disclosed that the 
watchman came on duty Saturday at 
noon and remained until the night 
watchman arrived. On Sundays he at- 
tended the building but made no rounds 
and never punched the clock. On Sat- 
urdays and Sundays the employees or- 
dinarily employed at the plant were 
absent and the only workingmen pres- 
ent were three officers of the company 
and a foreman. They were there from 
12 o’clock to 5 o’clock on Saturdays 
and from 8 o’clock to 5 o’clock on Sun- 
days to perform manual labor. The 
provision in the policy provided for the 
employment of a private watchman ex- 
clusively for the assured to be on duty 
on the premises at all times when the 
premises are not regularly opened for 
business. The provision further stated 
that the watchmen should make hourly 
rounds and to record the same on the 
watchman’s clock. A loss occurred and 


4l 


the company denied liability on the 
ground that the failure of the assured’s 
watchmen to make and record rounds 
cn Saturday afternoons and Sunday 
constituted a breach of warranty. The 
court agreed with the company’s de- 
fense and stated: 


“No watchman made or recorded 
rounds on Saturday or on Sunday dur- 
ing the daytime. A watchman came on 
duty Saturday at twelve noon. He 
locked up the building when the work- 
ingmen left and remained until the 
night watchman arrived at five o’clock. 
On Sundays he attended at the build- 
ing from eight a. m. to five p. m., but 
made no rounds and never punched the 
clock either on Saturday or on Sunday. 
Ordinarily the assured employed fifty 
or sity workingmen. On Saturday 
afternoon and on Sunday these men 
were not present at the plant. True, 
at these times three officers and a fore- 
man were present. Hawever, this hard- 
ly presents the picture of a factory 
‘regularly open for business.’ Contrast 
the condition of the building on a week 
day with its condition on a Saturday 
or Sunday afternoon. On one occasion 
teeming with laborers busily at work. 
On the other save for the presence of 
three officers and a foreman empty and 
idle. It would seem that the insurer 
as well as the assured had this con- 
trast in mind when they made the con- 
tract. The presence of fifty laborers 
on a week day would safeguard against 
burglary well enough without the at- 
tendance of a watchman. The presence 
on Saturday and Sunday afternoon of 
not more than three officers and a 
foreman might well call for the at- 
tendance of a watchman. It was for 
this reason we think that the insurer 
made provision that a watchman must 
be on duty, make hourly rounds and 
record the same. ‘At all times when 
the premises are not regularly open 
for business.’ We think, therefore, 
that the assured breached its warranty 
in not providing a watchman to make 
hourly rounds on Saturday and Sunday 
afternoons.” 








Bennett on Costs 


Bloxham Explains 


ready market? 
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vestment, the speaker as- 
serted that stocks, bonds, 
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(Concluded from page 39) 


supervision factor, he said. 
Mr. Bennett finds inequity 
in comparing the positions of 
the general agency and 
branch office in the matter of 
acquisition cost. “Under the 
agency system,” he said, 
“a premium unit rule per 
risk prevails while under the 
branch office system no unit 
rule of any kind exists. A 
company electing to operate 
under the branch office plan 
may spend any sum of money 
which it may desire in the 
production of any piece of 
business, or in the operation 
of its branch in any one ter- 
ritory, provided it salvages 
a sufficient sum in other ter- 
ritories so that the total 
national production cost laid 
down at the home office wil! 
not exceed the top limits.” 
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Investment Value 





Life insurance was termed 
the only absolutely safe in- 
strument open to the average 
man, in an address on March 
19 at the annual sales con- 
gress of the Toledo Associa- 
tion of Life Underwriters by 
D. J. Bloxham, supervisor, 
agency field service, life, ac- 
cident and group depart- 
ments of the Travelers. 

Elaborating upon this 
statement, the speaker gave 
a summary of the points that 
should be investigated re- 
garding an investment. These 
points were listed as follows: 
Is it safe? Will it increase 
in value? Will it show a 
fair income return and is the 
income sure? Can it be 
financed easily? Has it a 





maturity date desirable? Is 
it free from care and worry? 
Can it be transferred at 
death without expense or de- 
lay? Mr. Bloxham declared 
that any investment that 
measures up to the majority 
of these specifications is a 
good one, and that any in- 
vestment that measures up 
to all is well nigh perfect. 
To find an investment that 
will certainly increase in 
value is almost an impos- 
sibility, but Mr. Bloxham 
explained that certain life 
insurance contracts are a 
conspicuous exception. 
Whether a person buys such 
contracts outright on the 
single premium plan. or 
finances them out of income, 
there is a steady guaranteed 
appreciation, and contrasting 
this with other forms of in- 





real estate and mortgages 
fluctuate over a wide range. 
As to whether there is a 
fair income return on life in- 
surance, the speaker referred 
to a recent analysis of invest- 
ments which showed that the 
average yield for 20 years 
on 60 high-grade industrial, 
public utility, railroad and 
municipal bonds, averaged 
4.78 per cent. The average 
yield on preferred stocks for 
21 years, it was pointed out 
further, was 6.16 per cent, 
and the average yield on all 
common stocks for 20 years, 
6.28 per cent. The average 
yield on an ordinary life 
plan of non-participating in- 
surance taken out at the age 
of 35 and carried for the 
expectancy of 33 and one- 
half years was said to be 
practically 6 per cent. 
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AGENTS & BROKERS 


Leon Irwin & Co. 


NEW ORLEANS, LA. 
Insurance Since 1895 


Brokerage Lines Solicited 


ACTUARIES 


Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Caleulations Censultants 
Examinations Valuations 


25 CHURCH STREET NEW YORE 


INSPECTIONS 


J. H. O’ROURKE, Jr. 
UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 


NES: 
GERMANTOWN 5103 
PHILADELPHIA, PA. 


LOMBARD (674 
DREXEL BLDG. 


ACTUARIES 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 





MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 


JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 





WOODWARD, FONDILLER and RYAN 
Consultants 
Actuarial, Accounting and 
Management Problems 
90 John St. New York 





ERSTON L. MARSHALL 


Consulting Actuary 


301 Iowa Building 
DES MOINES, IOWA 











DONALD F. CAMPBELL 


Consulting Actuary 


160 Ne. LA SALLE ST. 
Telephone State 7298 
CHICAGO 


T. J. MCCOMB 


Consulting Actuary 
Colcord Bldg. 
Oklahoma City, Okla. 





JAMES H. WASHBURN, F.A.1A. 
Censulting Actuary 


LIFE INSURANCE—Ordinary, Intermedi- 
ate, Group, Industrial and Special Ciasses 
WORKMEN'S COMPENSATION 


Expert Advice on Domestic, Trepical and 
Semi-Trepical Business 


2004 WEST END AVE., 
NASHVILLE, TENN. 





FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 


Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 





J. Charles Seitz, F. A. I. A. 
Consulting Actuary 
Author “A and Accounting for « Life 
insurance Company” 
A to 
Legal Reserve, I and Assessment 
Business—Penstons. 
228 North La Salle Street, Chicago, Ill. 
Phone Franklin 6559 





ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 


and 800 Securities Bidg., Kansas City, Mo. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 
128 North Wells Street 
CHICAGO 








NEW EDITION 


revised to conform with Federal 
Estate Tax Law of 1928 


THE COST 
OF DYING 


By WILLIAM T. NASH 


This well-known leaflet has been th 
means of closing many sue 
cases for large amounts. Agents 
test its usefulness. It helps sell bie 
policies. 


THE COST OF DYING 


proves the need for life insurances 
protect the estates of those of 
erate means, as well as men 
wealth. 


A difficult prospect, after reading 


THE COST OF DYING 


said: ‘‘No agent on earth could sell me 
insurance, but I am going to buy «@ r 
just the same’’; and he signed up 
$75,000. 


USE IT AND PROSPER! 


Single Copy 25 cents 


50 Copies ....$ 8.50 1,000 Copies . .$i 
100 Copies .... 15.00 5,000 Copies .. 
500 Copies .... 60.00 10,000 Copies .. 758) 


Orders for single copies must 
prepaid. 


THE SPECTATOR COMP 
243 West 39th St., 
New York 








Producing Permanent . 
Policyholders =~ 


Embracing Sales Plans of 
144 Leading Life Underwriters ~ 
This valuable salesmanship book # 
divided into two parts, one d : 
especially for ror life 
ance solicitors, and the other for a 
perienced life underwriters. 


The chapter titles are: 4 
PART ONE—FOR THE INE® 
PERIENCED AGENT 

(Intelligent Prospect- — the 


ing 
Common Sense Ap- —s > Insurance te 
proach ; 
ae ; ee Malling ag Levens 


“Whe: to ‘Rice te nal 
PART TWO—FOR THE EXPER 
ENCED UNDERWRITER 
Setting ® Definite Ideas Of the 

Geal Path 
Keeping ed Cen- Programming 


tracts 0 ance 
Cracking Some Hard Newer Plans of 
Nuts tection 
Agency Building and Claims Service 
Producing Permanent Po 
sets forth many proved plans 
a getting experiences of 
have mate outstanding 
in ‘the life insurance business r 


thus qualified to offer 
and suggestions to others. 


Price, $2 


THE SPECTATOR COMPAN 

243 West 39th St. New York, 
Tue Spect 
March 





